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SPECIAL-PURPOSE FURNITURE FASTENERS 


and self-fastening devices 


The fasteners and other devices shown here are designed 
for two principal purposes... to speed in-plant assembly 
operations ...or to make possible K-D shipment of furni- 
ture for assembly by unskilled store personnel or by the 
ultimate purchaser. United-Carr has pioneered in the field 
of fasteners specially designed for furniture production 
and, if you have a volume production problem that re- 
quires fasteners of a new or special design, United-Carr’s 
engineering staff is at your service. 
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FERRULE GLIDE 
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Designed for tubular 
furniture. Steel shell 
is plated with gloss- 
finish brass. Durable 
plastic base swivels, 
tilts, glides smoothly. 
Attachment is by 
spring steel clip. 


PLUG BUTTON GLIDE 


Snaps into tube ends 
fol Mme l-ldelcehiha-mm allel tela 
or trim piece...can 
also be used as ultra 
low-costglide.Chrome- 
plated steel ensures 
Nol anare| 


fingers ensure 


durability. 
steel 


secure attachment 


LONG PRONG TEENUT 


Has curved prongs 
that provide twisting 
action for extra hold- 
ing power as Teenut 
is driven into bored 
hole. Components can 
be repeatedly assem- 
bled and disassembled 
... provides steel 
threads in wood... 
permits K-D shipment. 


HELIX WASHERS 
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Provide 


chorage 


positive an- 
for bolt or 
threaded rcd in metal 
tubing...push in eas- 
ily...can be removed 
only/with substantial 
force. ideal for at 
taching handles or 
other tubular compo- 
nents...available to fit 
wide range of thread 
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SUPER SILENT 
SWIVEL GLIDE 
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Floatsonrubber, slides 
on steel base, is com- 
pletely insulated from 
chair or table by rub- 
bercushion.Teeth hold 
glide in tubular metal 
legs. Swivel base al- 
lows glide to stand 
flat even though legs 
slope. 


SHORT PRONG TEENUT 


Can be held in place 
with brads until final 
attachment of compo- 
nents by dealer or pur- 
chaser. Short prongs 
prevent turning when 
hanger bolt is tight- 
ened. 
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Beautifully styled in 
solid brass... variety 
of luxurious finishes... 
hardened steel base. 
Tilts and swivels to 
facilitate leveling. At- 
tachment is by nail, 
screw or press fit. 


CAPPED RATCHET 


PLATES 


Decorative hub caps 
for furniture and wheel 
goods... eliminate 
nuts and cotter pins. 
Available in range of 
sizes, light or heavy 
action for push-on or 
hammeredassembly... 
aluminum or nickel- 
plated caps. Can be 
embossed with special 
designs. 


SUPER SILENT 
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Same construction as. 
round-based glide at 
left but conical config- 


uration harmonizes 


better with some mod- 
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OCTOPUS FASTENER 


Provides completely 
blind anchorage for 
table legs, etc., with- 
out affecting surface 
finish. Cutaway illus- 
tration shows thread- 
ed steel Teenut fas- 
tener locked in wood 
by pronged steel re- 
taining ring. 


CARR FASTENER COMPANY 


31 Ames St., Cambridge 42, Mass. + Division of United-Carr Fastener Corp. 
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COVER: It is quite likely that 
tomorrow's homemaker is purchas- 
ing her Lane “Sweetheart Chest” 
today. Cover illustration, appear- 
ing in current national advertising 
for the Lane Company, well proph- 
esies this chain reaction. Story on 
this firm’s marketing accomplish- 
ments starts on page 10. 


COVER INSET: Down and foam 
are combined to form a new idea 
in furniture cushions. Note down- 
padded “bumper” which prevents 
foam core from telegraphing at 
front of cushion. Story on page 16. 
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Editorial 





Build Today for the Fabulous Sixties 


Almost everyone is talking about the Fabulous Six- 
ties . . . the number of new households that will be 
formed and the boom that is almost certain to come, 
especially for furniture. With this kind of talk it is 
easy for us to become complacent and to expect by 
merely waiting the customers will beat an_ever- 
widening path to our doors. 

Realistically, this is not the case. Wonderful oppor- 
tunities will be created by the expansion of house- 
holds. But these new families may choose to use their 
spendable incomes on other things . . . and “get by” 
with minimum purchases of furniture, largely pur- 
chased on price appeals. This smacks of some in- 
creased sales for the furniture industry . . . but doesn’t 
it also smack of lower profits on each sales dollar? 

Unlike such industries as automotive and steel, the 
furniture manufacturing field is one of the few remain- 
ing areas of free competition in its purest form. In 
fact, it is the largest industry manufacturing consumer 
durable goods not dominated by a few giants. This 
offers advantages to the consumer public .. . a fact 
of which it is obviously unaware because it has not 
been effectively told. 

Because our industry consists of many small busi- 
nesses it lacks unity of effort in selling the public on 
its product, furniture. Our competition for the con- 
sumer dollar is not primarily from other manufacturers 
of furniture but producers of products in other fields. 

Speaking before furniture dealers June 16, 1959 at 
the American Furniture Mart, Sampson P. Bowers, 
Home Furnishings Merchandise Manager, Life maga- 
zine said: 





“What are the problems keeping you from getting 
your share of the consumer dollar? Competition is 
the obvious factor, but not competition from the furni- 
ture store across the street. Your competitor is the 
automobile dealer, the boating dealer, the fly-now- 
pay-later vacation seller.” 

How can we meet the challenge of a greater and 
greater share of the market slipping off to other indus- 
tries while we battle among ourselves over price? 

It would be ideal if the industry would make a 
united effort somewhat similar to the wood program 
of the National Lumber Manufacturers Association. 
If furniture manufacturers representing only half of 
the annual volume of $2 billion plus in home furniture 
contributed just fifty cents of every hundred sales 
dollars to such a program . . . this would provide $5 
million annually to educate the public about furniture. 
But getting several thousand manufacturers to agree 

. and to pay their share . . . makes this an almost 
idle dream. 

However, individually we can do much to develop 
public confidence in furniture through brand name 
selling and advertising. This can be done on local, 
regional as well as national scales, depending on our 
distribution pattern. 

It is most important that we sell furniture first . . . 
and do so in terms of buyer benefits. Identifying our 
furniture with the most desirable consumer appeals 
will develop public confidence and lay the founda- 
tion for sales. 

The time for laying this foundation is now . . . to 
build for adequate profits in the Fabulous Sixties. 


R. A. HELMERS, Editor 

















LETTERS 


== EDITOR 





Editor's note: As a result of our recent 
editorials regarding design piracy, we 
have received many letters, including 
specific examples with pictorial evidence 
of alleged design piracy. It is not our 
purpose to point an accusing finger at 
any one specific firm or individual but 
to help upgrade design integrity through- 
out the industry . . . hence we are not 
publishing letters alleging such evidence 
at this time. The following are some 
of the letters received expressing opinions 
of the writers, whether or not in agree- 
ment with us. 


FuRNITURE DEsIGN & 
MANUFACTURING: 


Thank you for your letter of June 5 
and for the enclosed editorials. As one 
of the co-sponsors of § 2075, of course, 
I am pleased that your publication is 
supporting the theory embodied in the 
bill. 

Philip A. Hart 
United States Senate 
Committee on the Judiciary 


FurNiTuRE DeEsicn & 
MANUFACTURING: 

Thank you for your kind letter enclos- 
ing your vigorous condemnation of de- 
sign piracy in Furnirure Desicn & 
MANUFACTURING. 

Our group has been conducting the 
educational, organizational and legislative 
activities necessary to attain the effective 
design protection which has _ eluded 
American industry for forty years. In 
addition to the preparation of the publi- 
‘ations being furnished you, we have 
acted as a day-by-day clearing house for 
industry, and have spearheaded numerous 
bar association and trade group discus- 
sions. We have also assisted gathering 
comments from industry on the Willis 
Bill and have urged the introduction of 
new legislation. 

With the introduction of S. 2075, our 
work of course must be stepped up. We 
are gathering as much vocal support for 
it as we can and heartily welcome the 
participation on our Committee and in 
our program all of those who are inter- 
ested in effective and yet equitable de- 
sign legislation. 

We appreciate your continued interest 
in this program and we would look for- 
ward to your referring interested organ- 
izations and companies to us. 

Alan Latman 

Executive Secretary 

National Committee for Effective 
Design Legislation 

New York, N. Y. 


FURNITURE DeEsIcn & 
MANUFACTURING: 

Prior to forming our own design con- 
sulting firm, we were employed as staff 
designers by a prominent company in 
the home furnishings field. So, we have 
been and still are confronted with the 
threat of the design thief. 

Expanding market potentials are fos- 
tering the growth of the copyists who 
can always “make it a little cheaper.” 
Many of the firms who claim leadership 
and discuss patent design legislation and 
the like, are constantly giving these peo- 
ple a helping hand. We have seen many 
recent instances where the supposed lead- 
ers are copying the copiers. A_ tragic 
mistake! 

The factor of origination is the point 
being ignored. Although your original 
may be copied in fifty different instances, 
we are firmly convinced that the firm 
introducing the original design will enjoy 
the greatest volume and accompanying 
prestige. The copyist “picks up the 
crumbs.” Once a new design is intro- 
duced, be prepared to follow this lead 
with other new things. Don’t sit around 
waiting to be copied. 

While we are hopefully awaiting firm 
design legislation with “teeth” in it, the 
reputable designer can best serve his 
intended purpose by supplying his clients 
with new design solutions, and in this 
manner keep the copyist racing to catch 
up. This is a contest the latter has 
never won. 

Robert H. Hurley, 
President 

Camden Associates, Inc. 
Salem, Mass. 


FuRNITURE DeEsIGN & 
MANUFACTURING: 


... as to my views on your recent 
editorial. Of course I am fully in accord 
with your views . . . but I’ve one small 
question: How do we enforce it? 

I've been in the field for a great 
many years now and have watched the 
big steal from the small as well as the 
small steal from the large; and I’ve seen 
a lot of money spent on patents (design 
and otherwise), but for all my agree- 
ment with condemnation of design piracy 
I am yet to devise a means of combating 
this. 

However, put me down as one who 
supports your every move along these 
lines. Please keep me posted. 

Herbert L. Kornfield, 
Designer 
Hollywood, Calif. 


FURNITURE DESIGN & 
MANUFACTURING: 

the editorial by you which ap- 
peared in Furniture Desicn & MANnu- 
FACTURING magazine regarding design 
piracy. You are to be commended highly 
on the stand you have taken on this issue. 
During my years as a furniture de- 
signer there have been a number of 
instances where my designs have been 
copied outright. It seems that many 
manufacturers have few ethics and will 
resort to design piracy to benefit from 

the success of others. 
Continued on Page 34 
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Syndicated Columnist 
Appointed Southeast 
FDM Correspondent 


Carolyn 
Knuemann 


FEATURE ARTICLES on successful 


management techniques of manufacturers 





in the Southeast, including design, mar- 
keting and production will be written 
for FurRNiTrURE DeEsic:- & MANUFACTUR- 
inc by Miss Carolyn Knuemann, south- 
east correspondent. She will also report 
on new developments of suppliers and 
their subsequent successful application 
in the furniture industry. 

A resident of North Carolina, Miss 
Knuemann is a specialist in the home 
furnishings and decorating field of jour- 
nalism. In addition to covering Southern 
furniture and rug markets and design 
shows, Carolyn Knuemann writes a 
weekly syndicated home furnishings col- 
umn, “Southern Living”. 

Miss Knuemann has served as a Holly- 
wood ccrrespondent for a group of south- 
ern newspapers and was a correspondent 
for Fairchild Publications in North 
Carolina and for United Press. She was 
a reporter for the Greensboro News- 
Record and a feature writer for OWI 
Overseas Division, New York City. Dur- 
ing her three years with the Durham 
Morning Herald she was Women’s Editor 
and Literary Editor in addition to serving 
on special assignments. 

A graduate of Smith College in 
Northampton, Massachusetts, Miss Knue- 
mann has a graduate fellowship in psy- 
chology at Smith. She also attended 
University of North Cazolina School of 
Journalism at Chapel Hill. She resides 
at Durham, N. C. 
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Now, from Firestone’s newly expanded and improved foam line, youcan specify 
a foam for every application. And through a comprehensive program of com- 
petitive prices, new advertising-merchandising support and a complete distrib- 
utor warehousing and development service—this foam is a total “best buy” in 


both rubber and polyurethane! 


The Firestone salesman will call on you and tell you about: 





1 A newly expanded line. Whatever your product requirement, there’s a 
Firestone foam that meets your need. From molded, pre-cut and pin-core fur- 
niture cushioning to form-fitted mattress fillers—a complete line. 





2 Improved quality at no extra cost. Whatever your price structure calls for, 
there’s a Firestone top-quality foam for you. Get all the advantages of volume 
production facilities. 





3 New advertising and merchandising aids. Symbolized by “Comfy,” this 
material includes unusual point-of-sale and mail pieces to work together with 
national promotion benefits. 





4 Fast, efficient distributor warehousing and development service. Wherever 
you are—depend on Firestone’s trained distributor network for expert service 
and aid in planning. ott 





“Comfy” —Firestone’s new trademark —is 


the Sign of Solid Comfort to furniture buyers 
and Sign of Good Sleeping to mattress buyers. 


Let him help you sell ! 











FOAM RUBBER Firestone Rubber and Latex Products Co., Fall River, Mass. 


Your Firestone foam representative wants t0 River: Massachusetts, 1 Firestone Avenue. OS 6-8511 » Chicago 94, llinois, 10163 Merchandise Mart, SU 7-4825 
give you the best in service and planning. —_Dallas 36, Texas, P High Point, North Carolina, 126 N Main Street. 2-1516 » indianapolis 25, Indina, 200 8. Missour? 
Call on him for fast, efficient assistance. Why —_—_Street, ME 5-1629 « Los Angeles 54, California, P.O. Box 2064, Terminal Annex, RA 3-6751 « Memphis 7, Tennessee, 
not contact him this week at one of these York. 28 W. End Avenue at 6lst, PL 7-6200 « Philadelphia 43, Pennsylvania’ 1620 S. 49th Street, SA 7-2600 
addresses? Your inquiry is cordially invited. San Francisco, California, 101 Harrison Street, YU 2-8662 ¢ Seattle, Washington, 958 Harrison Street, MA 3-5474 


Copyright 1959, The Firestone Tire & Rubber Company 
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DESIGN AWARDS CONTEST, sponsored by the National 
Cotton Batting Institute, has extended its entry dead- 
line from June 30 to July 31. More than 300 furniture 
stylists have indicated they will submit entries. 


WAGE INCREASE AT KROEHLER Louisville plant covers 900 
emplovees. After extended negotiation between union 
and company committees, settlement includes: four cents 
an hour general increase; liberalized eligibility for vacation 
and holiday pay; and improved contract provisions for 
the recently installed incentive pay plan. This latter in- 
cludes better grievance and arbitration procedures, accord- 
ing to joint statement of company and union. 


W. W. KIMBALL CO., Oak Park, Ill. manufacturer of pianos 
and organs, has merged with the Jasper Corp., Jasper, Ind. 
The latter is one of the largest manufacturers of radio, 
hi-fi and TV cabinets. Westinghouse, Zenith, Magnavox, 
Hoffman and Voice of Music are among firms using Jasper 
Corp. products. The company operates several lumber, 
veneer and plywood mills, a furniture and cabinet factory, 
a chip-board plant and two banks in Indiana. 


TIMBER ENGINEERING CO., research affiliate of the National 
Lumber Manufacturers Association, will discontinue its 
Washington laboratory operations this coming winter after 
16 vears of operation. Plywood testing and quality control 
work by TECO lab men in the Northwest will be con- 
tinued. William H. Scheick, vice president, continues in 
charge of TECO technical activities. 


OBJECTIONS TO WOOD LABELING BILL, introduced by Rep. 
Bray of Indiana and supported by the Fine Hardwoods 
Association (identified as Bill H.R. 5778), have been regis- 
tered by the Furniture Manufacturers Association of Grand 
Rapids, as well as the National Hardwood Lumber Asso- 
ciation. Bill aims “to protect consumers and others against 
misbranding, false advertising and false invoicing of dec- 
orative hardwoods and imitation hardwoods.” 


NEW ASSOCIATION—Summer and Casual Furniture Manu- 
facturers Association was recently formed as a division 
of the National Association of Furniture Manufacturers. 
The group began with 26 manufacturer members and ex- 
pects to increase membership to 40 makers of rattan, alu- 
minum, wrought iron, redwood and metal indoor-outdoor 
goods. New officers are: W. W. McTyeire, Jr., Birming- 
ham Ornamental Iron Co., president; Victor Reiter, Lawn- 
lite Co., first vice president; John Hancock, John Hancock 
Furniture Manufacturing Co., second vice president; 
B. Elliott Brennan, John B. Salterini Co., Inc., secretary. 
Fall market dates for Chicago were set for October 19-23, 


8 


For more complete information on any of the Bulletins 
below, just circle the Bulletin Numbers on the READER 
SERVICE CARD which you will find elsewhere in this issue. 
A copy of the source material will be sent to you promptly. 


subject to the American Furniture Mart’s Board of Gov- 
ernors; and the New York market for November 2-6, sub- 
ject to clearance with market facilities. Bulletin U-68. 


“PROSPERITY IS TURNING INTO BOOM,” states a survey of 
the furniture industry made by Seidman & Seidman, Certi- 
fied Public Accountants. Data released by the firm shows 
that shipments by the country’s wood and upholstered 
furniture manufacturers in the “recession” vear of 1958 
totalled $2,040,000,000 at manufacturers’ prices . . . five 
per cent under the 1957 output and seven percent under 
the all-time record established by the industry in 1956. 
The report stated that net profit, after income taxes, on 
sales, dropped to 2.36 percent. Bulletin U-67. 


EUROPEAN TOUR SPONSORED BY NAFM will enplane Sep- 
tember 7 for three-weeks tour of six countries. Tour will be 
conducted by E. Sigurd Johnson, head of Research Devel- 
opment Corp., Raleigh, N. C. Emphasis will be on the 
use of new continuous plywood production techniques, 
K-D case goods construction and K-D upholstery methods, 
and automatic sanding. Bulletin U-73. 


DESIGN CONTEST NOW OPEN—The 1960 annual Hess 
Brothers Versatility In Design and Use Contest, to honor 
manufacturers, inventors and designers who create or 
manufacture products that serve more than one purpose, 
has been announced by Hess Brothers, prominent retail 
firm. Home furnishings, including furniture and bedding, 
is in category No. 6. Bulletin U-72. 


DESIGNER DISPLAYCASE, permanent exhibition center for 
component parts and supplies used in the furniture manu- 
facturing and related industries, has formally opened at 
One Park Ave., New York. In addition to displays, a 
source library and directory will be maintained. Sup- 
pliers wishing details, request Bulletin U-71. 


Supplier Service & Personnel Changes 





ALUMINIZED STEEL is now being used in refuse burners to 
resist rust and other forms of erosion and corrosion. Units 
are fabricated by Wilco Machine Works. Aluminized steel 
is being used by automobile manufacturers in mufflers and 
tail pipes. Bulletin U-74. 


ACCELERATED TESTS for paints, plastics, rubber, pigments, 
textiles or other products or assemblies are available 
through Solar Testing Service, located in the sub-tropical 
section of Florida. Tests normally requiring three to six 
years are obtainable in one year. Facilities include choice 
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of covers and directions and comprehensive monthly re- 
ports of exposure results. Bulletin U-70. 


ECONOMICAL ALUMINUM TUBING can now be extruded in an 
almost unlimited variety of shapes, due to the develop- 
ment of a new alloy “Alcan Tube-Alloy” by Aluminum 
Limited. The raw material supplier claims strength and 
other advantages for new shapes normally expected only 
of tubing finished by drawing process. Manufacturer claims 
bending can be accomplished without formation of “orange 
peel” and a good surface can be obtained by normal pol- 
ishing and buffing. The new alloy is being supplied fabri- 
cators through Aluminum Limited Sales, Inc. Bulletin U-69. 


ABITIBI CORPORATION, Detroit, Mich.. manufacturer of 
hardboard and insulation board, has appointed E. F. 
Werny, formerly of Celotex Corp. and U.S. Gypsum, as 
eastern regional manager. 


FEDERAL INDUSTRIES, Belleville, N.J., manufacturer of vinyl 
plastic fabrics, has named McClure, Graef and Bornmann 
of Chicago sales representatives. James Smith is sales rep- 
resentative for Federal in Virginia, North and South 
Carolina, Georgia, Alabama and eastern Tennessee. 


MASONITE CORPORATION has completed a $22 million 
modernization program including construction of Unit 
Seven, a hardboard production unit, in Laurel, Miss. Unit 
Seven will produce more than 250 million square feet of 
hardboard annually by exploded fiber process. Paul Shoe- 
maker, vice-president-sales, announced the company has 
also improved its wood handling, power output, quality 
control and research laboratory facilities. 


BARCLAY MFG. CO., INC., New York City, manufacturer 
of prefinished plasticoated panels, has appointed Walter 
Cowan as general manager for all Barclay, Barewood and 
Barclite products. Barcwood products include plasticoated 
wood-grain paneling; Barclite Corp. of America produces 
fiberglass reinforced plastic panels for structural and in- 
terior purposes. 


ADAMAS CARBIDE CORP., Kenilworth, N.J., manufacturer 
of tungsten carbide tools, has appointed Metal Tools and 
Equipment Co., 6504 Walker St., Minneapolis, Minn., as 
representative in Minnesota and northwestern Wisconsin. 


NO-SAG SPRING CO., Detroit, Mich., has purchased 
Sterling Wire Products, Philadelphia, Pa., manufacturer of 
cut and formed wire products for the furniture industry. 


NATIONAL STARCH AND CHEMICAL CORP., New York City, 
producer of adhesives, starch products and chemicals, has 
purchased Polimeros, S.A., Mexico City, manufacturers of 
vinyl acetate polymers. Donald E. Reese is president of 
Polimeros S. A. which will operate as a subsidiary. 


CEL-FIBE DIV. OF PERSONAL PRODUCTS CORP., Milltown, 
N.J., has named Thomas J. Santo-Salvo as special repre- 
sentative for liaison with distributors and maintenance of 
service to customers for Cel-Fibe cellulose wadding. 


PIONEER PLASTICS CORP., Sanford, Maine, manufacturer 
of Pionite Lifetime Laminates, has named Davis Plywood 
Corp., 12555 Bearea Rd., Cleveland, Ohio, as distributor 
in Northern Ohio. E. F. Davis is president. Modern 
Appliance & Supply Co., 555 North Scott St., New 
Orleans, La., will distribute Pionite in Louisiana. B. M. 
Meyers is president; Sid Garic is in charge of Pionite sales. 
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HAWKER MANUFACTURING CO., Dayton, Ohio, has ap- 
pointed Carl Epperly manager of this division of the 
East Dayton Tool & Die Co. The company manufactures 
special woodworking machines. 


BARCLAY MANUFACTURING CO., New York, has appointed 
Walter Cowan as head of its Barcwood division, a plasti- 
coated wood-grain paneling used for tables, cabinets and 
other furniture applications. 


R-WAY INDUSTRIAL PRODUCTS has appointed Kemp Hard- 
ware & Supply Co., Los Angeles, to distribute its line of 
drawer guiding systems, molded drawers and other furni- 
ture components. 


MARSH WALL PRODUCTS, INC., Dover, Ohio, manufac- 
turer of plastic-surfaced hardboard, has issued a four-page 
illustrated identification tag, showing how Mirrowood 
plastic surfaces protect furniture from hard wear. The 
tag may be looped around a handle, taped or stapled 
to the under side of a table top. 


CELANESE CORPORATION OF AMERICA has announced that 
all deniers of its bulked acetate filament yarns will be 
sold under the trademark “Celaloft.” Bulked yarns have 
a “dry” or wool-like hand, more “bloom,” duller colors 
and other characteristics. Celaloft yarns are available in 
230, 350, 700, 1,080, 2,100 and 2,700 deniers. The last 
two are widely used in loop pile upholstery fabrics, others 
in flat fabrics. 


NEW SMALL BUSINESS HANDBOOK, entitled, “How To 
Control Accounts Receivable for Greater Profits” has been 
issued by Dun & Bradstreet, Inc. Copies are available at 
$1 each from the company’s office, 99 Church St., New 
York 8, N. Y. 


ASSOCIATED WIRE PRODUCTS CORP., New York City, is 
the new name of Associated Spring Co., manufacturers 
of springs and related spring products for the bedding and 


furniture industries. 


Customer Expansions & Personnel Changes 





WEST END FURNITURE AND APPLIANCE, INC., 16700 Lorain 
Ave., Cleveland, Ohio, has named Fred G. Wolfert man- 
ager of the furniture and carpet departments. 


JOHNNY HAIL HOME FURNISHINGS STORE, 1340 E. Third 
St., Dayton, Ohio, is now managed by Don Linderman. 
Gene King manages the Johnny Hail store on Linden Ave. 


PHILLIPS-ISLEY, INC., New Raleigh Hwy. 70, Durham, S.C., 
opened a new furniture store at the location of the former 
Wingate Jones supermarket. Samuel P. Phillips, formerly 
with McMillans Furniture Co. of Durham, and Elizabeth 
W. Isley are owners. 


HAUSER’S FURNITURE, CARPETING & APPLIANCE CO., 3905 
Sunset Blvd., Steubenville, Ohio, added 2,200 sq. ft. of 
display space to permit expansion of carpeting section and 
larger display of living room and dining room suits. Paul 
E. Hauser and Sidney N. Hauser are owners; William M. 
White is manager. 


PHILLIPS FURNITURE AND MATTRESS CO., 17 N. Wilson 
Ave., Mobile, Ala., completed a remodeling program 
doubling its floor space. Bedding and juvenile departments 
were added. J. Leslie Phillips is manager. 

Continued on Page 26 
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THE BEGINNING-—Graduates receive miniature Lane hope 


chests from store in Malden, Massachusetts. 
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ROUND COCKTAIL TABLE, another Lane product, fea- 
tures turned legs pierced by tapered stretchers with 
tulip ferrules in satin brass. Four piece matched top 
is 48 inches in diameter. Wood is walnut. 


COMBINATION cedar chest—record cabinet has rubbed 


oil walnut finish. Record compartment has adjustable 
partitions. 


LEADING STORES FEATURE Lane cedar chest. 


Below is window display of Famous-Barr Company, St. Louis, 
“the gift that gathers gifts for the bride-to-be.” 
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SELLS YOUNG IDEAS 


If the Lane Company ever decides 
to go out of the household furniture 
manufacturing business, it could join 
forces with the FBI or Scotland Yard. 

In the sacred Lane files at Altavista, 
Va., are names of millions of teen- 
agers from coast-to-coast—prospective 
high school girl graduates and their 
bov-friends, brides-to-be and fiances, 
and young marrieds. 


These data represent: potential 
new customers for Lane “Sweetheart 
Chests”; potential life-long customers 

of the company’s diversified products; a? 
and valuable assists to thousands of 
Lane dealers. 

How the company obtains its infor- 
mation is a trade secret of private ee 
DINING ROOM GROUPING, called “Tuxedo” is one of Lane’s newest introductions. 
Continued on next page Buffet is designed to double for Hi-Fi unit storage. Tuxedo is also produced in bedroom. 





ONE OF FIRST major efforts in case oad by fine was 5 the sneliniiion of this ‘ - “Copenhagen” bedroom group. It is produced in 
walnut at Lane’s Rocky Mount, Virginia plant. 
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CEDAR MILL at Smyrna, Tennessee pro- 


duces cedar panels for Lane chests. 


sleuthing and unknown quantity 
(Officials estimate that four out of 
every five graduates are reached). 

The Lane Story is a story of clever 
initiative, courage, steady expansion, 
and most of all, avant garde merchan- 
dising. Perhaps more than any other 
firm, Lane is responsible for the 
industrv’s current lingo to “romance” 
a product, in order to sell it. Long 
before most manufacturers — started 
“romancing” buffets and dressers and 
chairs, Lane was tugging—via hope 
chests—at the emotions of marriage- 
able girls (“The heart-string appeal 
is the only one that ever rang a cash 
register,” E. H. Lane was once heard 
to sav). The picture of a cedar chest, 
dangled before a witsful maiden’s 
eves, somehow has taken on_ irre- 
futable and synonymous qualities of 
wifeliness. An invisible husband is 
ever-present, 

Other appeals are not neglected: 
the (still psvchologicallv-oriented )_se- 
curity. symbolized by this treasure- 
saving piece; the intrinsic and technical 
values of the chest; the decorative; 
and the historical (back to the Cedars 
of Lebanon). Yet the promotional 
pitch aims straight for the sentimen- 
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Rocky Mount, Virginia. 


tally-induced target, and veers away 
from any kid-brother nonsense. 

“Storage and protection are im- 
portant—but romance has sold more 
Sweetheart Chests than moths,” is one 
official's philosophy. 

Today a second target is the voung 
man-about-to-be-married. According 
to a 1957 Christmas sales survey, 
more chests were bought by men 
(mostly fiances, some husbands) than 
by women, the firm reports. Publicity 
releases to the press depict the Hope 
Chest as replacing the diamond ring 
for an engagement present. 

Consumer research, which the com- 
pany finds a worthwile investment, 
also reveals that within a vear of mar- 
riage, the voung housewife usually 
obligates herself to buy $3,500 worth 
of furniture and furnishings. Polls 
show too the impact of accelerated 
purchasing power because of today’s 
shorter engagement period. Whereas 
two-thirds of the pre-World War II 
voung marrieds started out in’ their 
parents homes, two-thirds of the 
present crop begin housekeeping in 
their own establishments, frequenth 
living in apartments. 

“Of all the people the furniture 
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BEDROOM AND DINING ROOM furniture is manufactured at this Lane factory at 


retailer meets, the most significant are 
the voung home owners,” believes 
Lane. The company has exploited 
this view to the fullest. It has helped 
Lane to sell the dealer, and the dealer 
to sell the customer. 

Lane emphasizes to the merchant 
that the chest is an “account opener.” 
a “building item”—and that with this 
one piece, a Lane merchant can get 
the jump on other non-Lane furniture 
retailers in a town. The company 
stresses the point that although a 
cedar chest mav be a small item and 
not competitive with the big tickets 
in immediate dollars, it means an op- 
portunity for store and customer to 
get acquainted and to establish a life- 
long business relationship. 

With the name-gathering system. 
the firm is able to offer retailers direct 
assistance in reaching this potential 
local market, starting at the ages of 
15 or 16 vears. Concrete inducements 
are available too: personal invitations 
during Mav and June to girl graduates 
to come into the dealer’s store for a 
gift—a miniature wooden chest. Re- 
sponse is excellent, says the company. 

An entire store may be affected bv 
the girl graduate program: General 



























E. H. LANE, SR., Chairman 





HAMPTON O. PCWELL, President 


Manager, Merchandise Manager, Fur- 
niture Buyer, Advertising and Promo- 
tion Director, Bridal Consultant. 

Pioneering in the field of national 
advertising, Lane is a stout believer 
in mass media. It ranks among the 
largest national advertisers in wood 
furniture. In 1922 the firm’s ads 
started appearing in magazines, and 
in 1927 an “immortal spread” was run 
in The Saturday Evening Post. Lane 
was the first furniture manufacturer— 
and the only one for about a decade— 
to run in Life magazine, bowing in 
simultaneously with the publication in 
1936. (Kroehler later began advertis- 
ing in Life, and Bassett more recently ). 
Lane was the first furniture manufac- 
turer to print in Reader's Digest. Cur- 
rently it allocates its publications’ 
budget between Seventeen, suitable 
for its youth market, Look and Life. 

It sponsors no television or radio 
programs, but does participate in 
some day-time, give-away shows. 

It employs Doyle Dane and Bern- 
bach of New York as advertising 
agency, and Milburn McCarty Asso- 
ciates, New York, for public relations. 

Recognizing the value of attention- 
getting devices and consumer stunts, 


LANE BACKS UP ITS PRODUCTS WITH 
MODERN PRODUCTION FACILITIES 


EXTRUSION PRESS, built by Aeamson United Co., produces particle board by the 


Lane process. 


the company has sponsored: 

Consumer contests for girl gradu- 
ates writing on “Why I Like Cedar 
Chests” (Prizes included Ford Thun- 
derbirds and Chevrolet Convertibles) ; 

Premiums, such as boudoir dolls, 
stuffed animals and jewelry; 

Special records, made with Colum- 
bia tie-in, called “80-Minutes in Lovers’ 
Lane” featuring Sinatra mood music 
and Doris Day songs, for give-aways 
with the 1958 chest line called “Duet” 
(Although promotion focused on 
“Duet,” the dealer was permitted 
choice as to other Lane stock the 
record might accompany). 

No doubt the neatest merchandis- 
ing stunt in the firm’s history was its 
first and simplest. In 1914 budding 
manufacturer E. H. Lane was ped- 
dling chests to dealers in Syracuse, 
N. Y. It was a cold, snowy week be- 
fore Christmas, and business was bad. 
Roos, Dillingham, and West Branch 
were making and selling a lot more 
cedar chests than “Why?” 
Lane pondered. He paced the streets. 
And while asking himself the question, 
he noticed a sidewalk offering of 
cedar Christmas trees. 

An idea started germinating. In- 


Lane. 
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stead of selling cedar chests, he would 
offer a package with window display of 
chests, trees, and information on how 
the trees were grown, logged, proc- 
essed, and turned into furniture. 

It worked. The same store that had 
just turned him down, placed an order 
for 25 chests. with accompanving 
cedar trees for window display. Other 
merchants in Upstate New York fol- 
lowed. The 


realized that he had sold. not a prod- 


ingenious voung man 
uct, but a plan to move merchandise, 
create interest and promote traffic for 
the retailer. 

Inevitably, tongues wagged — pro 
and con. “Some folks said he was 
off his rocker,” son B. B. Lane tells 
proudly today, 

But history, and the dignity and 
prestige held by The Lane Company 


with a smile. 


throughout the industry, has answered 
this question. 

Today the organization is still stunt- 
ing and having fun and selling furni- 
ture. Latest came 
during Chicago and High Point spring 
markets, when buvers at the Lane 


performances 


space were greeted by a 100-man 
sales force wearing dark suits and pert 


Continued on page 28 
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dising. Perhaps more than any other 
firm, Lane is responsible for the 
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Rocky Mount, Virginia. 
tally-induced target, and veers away 
from any kid-brother nonsense. 

“Storage and protection are im- 
portant—but romance has sold more 
Sweetheart Chests than moths,” is one 
official's philosophy. 

Today a second target is the young 
man-about-to-be-married. According 
to a 1957 Christmas sales survey, 
more chests were bought by men 
(mostly fiances, some husbands) than 
by women, the firm reports. Publicity 
releases to the press depict the Hope 
Chest as replacing the diamond ring 
for an engagement present. 

Consumer research, which the com- 
pany finds a worthwile investment, 
also reveals that within a vear of mar- 
riage, the young housewife usually 
obligates herself to buy $3,500 w orth 
of furniture and furnishings. Polls 
show too the impact of accelerated 
purchasing power because of today’s 
shorter engagement period. Whereas 
two-thirds of the pre-World War II 
voung marrieds started out in their 
parents’ two-thirds of the 
present crop begin housekeeping 
their own establishments, frequently 
living in apartments. 

“Of all the people the furniture 
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BEDROOM AND DINING ROOM furniture is manufactured at this Lane factory at 


retailer meets, the most significant are 
the young home owners,” believes 
Lane. The company has exploited 
this view to the fullest. It has helped 
Lane to sell the dealer, and the dealer 
to sell the customer. 

Lane emphasizes to the merchant 
that the chest is an “account opener,” 
1 “building item”—and that with this 
one piece, a Lane merchant can get 
the jump on other non-Lane furniture 
retailers in a town. The company 
stresses the point that although a 
cedar chest may be a small item and 
not competitive with the big tickets 
in immediate dollars, it means an op- 
portunity for store and customer to 
get acquainted and to establish a life- 
long business relationship. 

With the name-gathering system, 
the firm is able to offer retailers direct 
assistance in reaching this potential 
local market, starting at the ages of 
15 or 16 vears. Concrete inducements 
are available too: personal invitations 
during May and June to girl graduates 
to come into the dealer’s store for a 
gift—a miniature wooden chest. Re- 
sponse is excellent, says the company. 

An entire store may be affected by 
the girl graduate program: General 
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E. H. LANE, SR., Chairman 





HAMPTON O. PCWELL, President 


Manager, Merchandise Manager, Fur- 
niture Buyer, Advertising and Promo- 
tion Director, Bridal Consultant. 

Pioneering in the field of national 
advertising, Lane is a stout believer 
in mass media. It ranks among the 
largest national advertisers in wood 
furniture. In 1922 the firm’s ads 
started appearing in magazines, and 
in 1927 an “immortal spread” was run 
in The Saturday Evening Post. Lane 
was the first furniture manufacturer— 
and the only one for about a ange 
to run in Life magazine, bowing it 
simultaneously with the publication in 
1936. (Kroehler later began advertis- 
ing in Life, and Bassett more recently ) . 
Lane was the first furniture manufac- 
turer to print in Reader's Digest. Cur- 
rently it allocates its publications’ 
budget between Seventeen, suitable 
for its youth market, Look and Life. 

It sponsors no television or radio 
programs, but does participate in 
some day-time, give-away shows. 

It employs Doyle Dane and Bern- 
bach of New York as advertising 
agency, and Milburn McCarty Asso- 
ciates, New York, for public relations. 

Recognizing the value of attention- 
getting devices and consumer stunts, 


EXTRUSION PRESS, built by Aeamson United Co., produces particle board by the 


Lane process. 


the company has sponsored: 

Consumer contests for girl gradu- 
ates writing on “Why I Like Cedar 
Chests” (Prizes included Ford Thun- 
derbirds and Chevrolet Convertibles) ; 

Premiums, such as boudoir dolls, 
stuffed animals and jewelry; 

Special records, made with Colum- 
bia tie-in, called “80-Minutes in Lovers’ 
Lane” featuring Sinatra mood music 
and Doris Day songs, for give- aways 
with the 1958 chest line called “Duet’ 
(Although promotion focused on 
“Duet,” the dealer was permitted 
choice as to other Lane stock the 
record might accompany). 

No doubt the neatest merchandis- 
ing stunt in the firm’s history was its 
first and simplest. In 1914 budding 
manufacturer E. H. Lane was ped- 
dling chests to dealers in Syracuse, 
N. Y. It was a cold, snowy week be- 
fore Christmas, and business was bad. 
Roos, Dillingham, and West Branch 
were making and selling a lot more 
cedar chests than Lane. “Why?” 
Lane pondered. He paced the streets. 
And while asking himself the question, 
he noticed a sidewalk offering of 
cedar Christmas trees. 

An idea started germinating. In- 
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LANE BACKS UP ITS PRODUCTS WITH 
MODERN PRODUCTION FACILITIES 


stead of selling cedar chests, he would 
offer a package with window display of 
chests, trees, and information on how 
the trees were grown, logged, proc- 
essed, and turned into furniture. 

It worked. The same store that had 
just turned him down, placed an order 
for 25 chests, with accompanying 
cedar trees for window display. Other 
merchants in Upstate New York fol- 
lowed. The ingenious young man 
realized that he had sold, not a prod- 
uct, but a plan to move merchandise, 
create interest and promote traffic for 
the retailer. 

Inevitably, tongues wagged — pro 
and con. “Some folks said he was 
, son B. B. Lane tells 
proudly today, with a smile. 

But history, and the dignity and 
prestige held by The Lane Company 
throughout the industry, has answered 
this question. 


off his rocker 


Today the organization is still stunt- 
ing and having fun and selling furni- 
ture. Latest performances came 
during Chicago and High Point spring 
markets, when buyers at the Lane 
space were greeted by a 100-man 
sales force wearing dark suits and pert 
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There probably is no more con- 


troversial subject within industry than 
that of furnishing materials for na- 
tional and local governments. First, 
a manufacturer must determine 
whether or not participation is worth 
the trouble involved. 
answer is dependent upon the total 


Too often, the 


market demand. 

When business is generally good, 
government orders are the least de- 
sirable for a majority of firms. But 
as economic conditions reverse, de- 
sire for the business increases and, 
under extremely adverse marketing 
situations, obtaining government busi- 
ness may become a necessity. There- 


fore, many firms—not necessarily all of 


them—should seek a modest amount 
of this market, if for no other reason 
than to keep it healthy. 

This is a day of intense competi- 
tion, especially for manufacturers of 
raw materials and for those processing 
firms that are dependent upon a 
specific raw material. 
agencies must buy from industries 
that will supply them at all times. 
Hence, if the wood furniture manu- 
facturer wants this outlet when the 


Government 


going gets tough, he must maintain 
it when the other markets are lush. 
Otherwise, the specifications will have 
been written so that he is excluded. 

This does not mean that every 
furniture manufacturer should seek 
government business. Many firms, for 
a variety of reasons, should not at- 
tempt to participate in the business, 
but how to determine such a_ policy 
is a difficult matter. Perhaps the 
following will be helpful in making 
such a decision: 

1. Does the firm have the ability 
to interpret requirements in a 
government specification? If it 
does not and is unwilling or 
unable to employ technical 
assistance, then it should  stav 
away from the business at all 
times. Otherwise, financial loss 
is almost certain. 

If the firm does not have the 
necessary equipment and facil- 


to 
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TIPS ON SELLING 
TO GOVERNMENT 


Correspondence regarding this column may be addressed to Carl A. Rishell, 
FURNITURE DESIGN & MANUFACTURING, 608 South Dearborn St., Chicago 5, Ill. 


ities to fulfill the specifications, 
then by all means it should 
stay away from the field. 

3. A firm must either be = ac- 
quainted with the government's 
way of doing business, or at 
least be w illing to learn, or it 
will soon be in hot water. Audit 
and financial requirements are 
rigid and may seem to be un- 
reasonable; whether they are or 
not makes no d:fference. 

4. Should the firm bid on every 
invitation which it is qualified 

handle? Of course not, but 
at least it should consider the 
invitation to bid. It is just as 
patriotic to undertake govern- 
ment business when markets are 
good as when thev are bad— 
perhaps more so. 

The point is that the business of 
our various governments has grown 
so large that no industry can afford 
to ignore them or treat them as a 
convenience of the moment. 

For more than a quarter-century, 
the writer has promoted all types of 
wood products for government use. 
In this work, he has represented in- 
dustry’s interests and has, on many 
occasions, disputed the necessity for 
various government specifications or 
their specific requirements. How- 
ever, it is to the credit of ¢ government 
emplovees that, in the vast majority 
of such cases, it has not been difficult 
to obtain reasonable changes. 

In order to deal satisfactorily with 
government people, it is essential to 
understand them. First, they are 
quite normal human beings who have 


A regular monthly 
column by 


CARL A. 
RISHELL 


Consulting Wood 
Technologist 
Washington, D. C. 


been employed to do a job. Second, 
they are no more honest or dishonest 
than any other cross-section of the 
American public; they may be ex- 
pected to react to pressures, just as 
you or I would. 

Third, that they are public serv- 
ants, subject to the orders of each 
and every taxpaver, is a figment of 
the imagination. Undoubtedly, more 
industry representatives, loaned to 
Uncle Sam, have left Washington dis- 
gruntled because of their inability to 
understand this point than for any 
other reason. 

Too frequently, industry people 
have been arrogant in their demands 
upon public servants without knowing 
that these “servants” are so surrounded 
by governmental regulations that 
threats of retaliation against them are 
about as effective as using an arrow 
against armor plate! 

In short, government employees 
with whom we must deal in our busi- 
ness activities are absolutely normal 
men and women. Thev deserve to be 
treated with the same consideration 
that we expect for ourselves. 

In dealing with the government, 
there are certain exceptional features 
that must be understood. First, gov- 
ernment is larger than any other 
organization in the country. Also, 
probably is the largest purchaser of 
goods produced bv industry. Second, 
the rules for conducting government 
—including the purchase of furniture 
and all other products—are depart- 
mental interpretations of laws set up 
by Congress. 

Because of the vastness of govern- 
ment, regulations for the conduct of 
its employees must be very rigid. For 
example, when the government de- 
sires to purchase a product, every 
segment of the industry producing 
that product must have an oppor- 
tunity to participate. A private-in- 
dustry purchasing agent can decline 
to allow buying from incompetent or 
discredited firms. He needs no reason 
other than those which are personal. 


Not so with the government em- 
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plovees. He cannot exclude a firm 
from bidding unless he has proof, 
in each individual case, that the firm 
cannot or will not conform to ac- 
cepted standards. Hence, a specifica- 
tion must be written so that it will 
exclude, as nearly as possible, the 
furnishing of substandard products. 
Whether we like it or not, our basic 
laws are responsible for the restric- 
tive standards in many of the specifi- 
cations. So we must learn to recognize 
and help eliminate the inconsistencies. 

What can vy do to help 
service our governments, which after 


industry 


all is our responsibilitv? Many things | 


can be done to enable us to partici- 
pate in government business without 
losing our shirts. 

First of all, government specifica- 
tions in which we are 
should be reviewed very 
on an industry level. 
take honest, well thought-out recom- 
mendations—on a top industry level 
—to the specification writers. I believe 
that the average industry represent- 
ative will be astonished at the 
amount of understanding he will re- 
ceive when presenting _ beneficial 
recommendations. 

Government people usually wel- 
come help. Most of the difficulties 
encountered are due to the fact that 
industry has not been able to con- 
vince a government official of the 
honesty of its recommendations. 

Let’s be candid with ourselves. In 
a few instances, industry has made 
recommendations that have been ex- 
tremely unwise. For every one of 
these the industry has suffered. How- 
ever, when a recommendation is made 


interested | 
v often and | 
We should then | 


of cases, those component specs are 
overlooked. Make no mistake, they 
are of the utmost importance and 
often may be the determining factor 
in making a satisfactory bid. 

No company, interested 
in accepting government business can 
afford to be without an employee 
who is capable of determining the 
requirements of a specification and 
its relation to production costs. 

Usually, government products are 
required to be produced under a rigid 
inspection system. But whether or 
not it is required in the specification, 


seriously 


a system of quality control should be 
set up in every plant. The company 
can usually operate the quality control 
and inspection systems and, at times, 
the final testing of products. 
However, the final testing can be 
accomplished better, and with more 
authenticity in the reports, by an 
independent testing laboratory. Fre- 
quently, an unbiased opinion from an 
efficient and unbiased laboratory will 
be worth thousands of dollars in set- 
tling disputes — particularly those 
arising between private industry's audi- 
tors and those of the government. 
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by a group of representatives from 
outstanding firms in the industry, it 
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Your associations can organize the on plates +7 and 7A 
activity, but they must have the per- 
sonal help of responsible individuals. 

There are many things that individ- 
ual companies can do. Ordinarily, 
getting changes in specifications is 
not one of them. Each of our re- 
sponsible companies can put its name 
on the lists for receiving bid invita- 
tions. Each company can and should 
bid on the products which it knows 
it can supply. 

Before making a bid, the company 
should study the specifications cover- 
ing the product and, if there are the 
usual component specifications, it is | 
equally important that they be an- | 
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‘‘We lead, others follow.’ 
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Upholstery 
Construction 


A regular monthly 


column by 
LEONARD S. 
SIMON 


Upholstery 
Specialist 


CUT-AWAY VIEW of cushion shows foam core with layer of down, encased in ticking, above and below 
core. Cushion prepared by York Feather & Down, Inc. 





DOWN WITH LATEX FOAM CORE is used in cushions of this Simmons sofa. Cushions have medium 


crown, forward edges have soft, curved lines. Photo courtesy Simmons Company. 
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LUXURIOUS COMFORT of down plus foam is demonstrated 


SMOOTH RECOVERY is aided by foam core, either latex or 
here. Front edge of cushion has down “bumper” to prevent 


chemical foam. Note high crown which is desirable in many 





core from telegraphing. 


furniture styles today. 


Down Pius Foam 
Equals Style and Comfort 


It’s an established historical fact 
that Cleopatra was a loller, and it’s 
also quite likely that she did her loll- 
ing on a chaise longue or divan 
cushioned with down. For there is 
evidence that down was used by the 
early Egyptians for cushions and bed- 
ding. And despite the inroads made 
by man-developed cushioning prod- 
ucts, down is still very much alive. 

According to Mr. L. Siegel, York 
Feather & Down Corp., Brooklyn, 
N.Y., the application of down to 
furniture has broadened considerably 
during the last few years. Today, he 
asserts, it is possible to design a down 
cushion to meet the severest require- 
ments of comfort and design. Ad- 
vanced techniques of application per- 
mit the usage of down over zigger 
wire bases, various patented seat con- 
structions, and convertible sofa-bed 
decks . . . all in addition to the tra- 
ditional employment of down cushions 
over the soft spring decking of custom 
upholstered pieces. 

Mr. Siegel further states that one of 
the basic qualities of down is the abil- 
ity to insure long life and comfort 
with a minimum of problems and 
complaints to the manufacturer. Also, 
it gives the designer a tool for the 
creation of a visual suggestion of com- 


plete comfort because of the “soft 
appearance” and “soft lines” of cush- 
ions which contain down. Says Mr. 
Siegel, “It is purely an invitation to 
luxurious relaxation.” 

Still further advantages of down 
are stressed by Mr. A. W. Flynn of 
Down, Inc., Grand Rapids, Mich. Mr. 
Flynn points out that down cushions 
achieve a unique seating “depth” 
which results in more lateral stability 
(tension control) and is consequently 
less tiring to sit in for long periods. 

Even though the all-down cushion 
is still in demand by a segment of the 
comfort-loving public, combination- 
down cushions have almost com- 
pletely captured the market in this 
field of cushioning. 

What are the reasons for the decline 
in usage of the all-down cushion? The 
necessity to “plump” the cushion peri- 
odically is one. Another .. . the untidy 
appearance of the cushion until it has 
been pummeled, beaten, and plumped. 
And so, according to one estimate, the 
demand for the all-down cushion has 
decreased to about 3 per cent of the 
total cushioning market. 

Laboratory developed “wonder 
products,” now important and suc- 
cessful in the manufacture of com- 
plete cushions, are adding new interest 
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to the utilization of down with in- 
spired methods .of creating down- 
combination cushions. 

The earliest of the combination- 
down cushions, spring and down, 
have been tested and used for well 
over 20 years. This is an economical 
cushion in that an inexpensive “Mar- 
shall type” spring unit, wrapped in an 
8 or 16 ounce layer of cotton felt, is 
inserted in a casing of down pads. 
The cushion spring units are usually 
made of 15, 16, or 17 gauge wire, and 
the diameter and height of the coils 
are approximately three inches. Wire 
gauges and coils sizes will vary, how- 
ever, according to the feel each manu- 
facturer wishes to impart to the fin- 
ished cushion. By varying the con- 
structions of the cushion units it is 
possible to achieve either a flat crown 
(modern) or high crown (traditional). 
Spring-down cushions, due to the 
buoyancy of the inner spring, require 
no fluffing, and the cushion retains a 
crisply tailored appearance. 

The most recent concepts of com- 
bination-down cushions include the 
consolidation of natural foam rubber 
and down, Urethane foam and down, 
and Vinyl foam and down. Here the 
resilient foam core serves as an auto- 


Continued on page 30 
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EASY PENETRATION of hard woods is claimed for this new 


air-powered nailing machine. Strip of nails is shown on right. 


Power Tool Drives Up To 
160 Nails Per Minute 


An air-operated portable power nailing machine 
has been designed to speed production and lower 
labor costs by Power Line Sales, Inc. The manufac- 
turer claims the equipment increases output up to 
three times, as compared with hand nailing. 

The tool weighs 5% pounds and works on pressures 
of 80 to 150 psi. It drives 14- to 14-inch nails at a rate 
up to 160 per minute without recoil, even in hardest 
woods. Adjustable latch mechanism assures nail being 
set to proper depth. The tool is recommended for 
assembling furniture and crating operations. 


For More Information Circle Reader Service Number 227 
Big 


New Carbide Tipped Saw 
Offers Smooth Cutting 


A new precision made saw blade which provides 
smooth cutting with minimum splintering and chip- 
ping has been introduced by Systi-Matic Company. 

The Plymaster carbide tipped saw blade is reason- 
ably priced and is capable of making smooth cuts 
on all types of materials, according to the manufac- 
turer, It is recommended for sawing hardwood faced 


18 


UNIQUE TOOTH 

DESIGN and tooth 

quantities give Ply- 

master advantages 

over conventional 

carbide tipped 

planer blades, ac- 

cording to manu- 

facturer. 

plywoods and other tough-to-cut materials. 

The saw blade is available in 8” to 16” sizes and 
is recommended for general purpose work on table 
saws, radial arm saws, double end tenoners, panel 
saws and similar applications. 


For More Information Circle Reader Service Number 228 


Bia 
New Panel Saw Cuts 
Up To 72 Inch Stock 


A new 49-Series Panel Saw which handles stock up 
to 72 inches wide has been announced by C. O. Porter 
Machinery Co. Among its features are a multiply- 
position control panel, fully adjustable, automatically- 
retracting stock stops, carriage feeds variable from 
zero to 55 feet per minute, choice of two stroke 


SAW ARBOR LIFTS to clear cut on return stroke of this new 
panel saw, preventing marring of stock; also allows operator 
to position for next cut. 
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settings, heavy gauge steel construction to insure 

straight-line cutting, and a swivel-mounted saw arbor. 
The machine is recommended for sizing of plywood 

panels or other materials of similar dimensions. 


For More Information Circle Reader Service Number 229 


New Edger Glue 
Joints Long Stock 


Glue joint work can be done on a new dual-head 
straight-line edger developed by Mereen-Johnson Ma- 
chine Company at a rate of 275 feet per minute. The 
manufacturer claims the machine will do work previ- 
ously done by straight-line ripsaws and moulders. 

The edger which hogs waste for quick disposal has 
one movable and one fixed head, each powered by a 


DUAL-HEAD STRAIGHT-LINE edger produces gluing edges on 
random width stock up to 24 feet long. 


25 horsepower motor. The machine handles random 
width stock 2” to 12” producing two straight parallel 
edges in pieces 3 feet and less and up to 24 feet long. 
The adjustable head is actuated by a hydraulic cyl- 
inder controlled by the operator. 


For More Information Circle Reader Service Number 230 


iit | 
Improved Sander Performs 
Cutting and Polishing 


Superior finishes to chair and other furniture stock 
is possible with an improved contact sander accord- 
ing to its manufacturer, Murdock Machines. The 
rugged high-production machine is designed to do 
90 per cent of all work ordinarily done on open drum 
or pump drum sander. 

Variable speed control permits machine speed to 
be matched with the work. Down-time is almost 
negligible and belt change requires only two minutes. 

All pulleys are aluminum with solid hubs to pre- 
vent dust accumulation and maintain perfect balance. 
Flexibility of machine provides fine finishes free from 
chatter marks. A positive belt tracing device, adjust- 


Continued on page 20 
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CANCEL MY ENGAGEMENT! 
I will not play a piano unless 











JUST PEEL OFF...PRESS ON...THAT’S ALL! 
NO GLUE...NO HEAT! 


Speed up production, cut costs, improve 
appearance and performance with FELTAPE, 
FELTDOTS, FELTABS on panels, lids, bases, 
clamps and other contact areas. Seals out 
dirt, noise, stops vibration, rattle, reduces 
breakage, absorbs shocks. Pressure sensitive 
adhesive back sticks by contact to any sur- 
face, smooth, rough, flat or round. Conforms 
to any shape. Available '/g” thick, gray, 
brown, taupe or white. Moth and vermin proof 
in gray, taupe and brown only. Available 
3/64” thick, beige, black, green, brown or 
white. Moth proofed in brown only. Tape or 
tabs '/g” to 2” wide, dots and washers '/,” 
to 34,” diameter. Special shapes, sizes, colors 
made to order. Write for samples, prices. 


SEPARATES 


DUSTPROOFS 


1.B. DAWN propucts 


3905 W. 64TH PLACE ° 





CHICAGO 29, ttt 





For further infor- 
mation, circle ap- 
propriate number 
on reader service 
card. 











VARIABLE SPEED CONTROL permits machine to be matched 
to the work. Serrated rubber contact wheel backs up the 
coated abrasive belt for better contour work. 

able for contact wheels of any diameter insures good 
belt life. A 12 x 125-inch Behr-Manning closed coat 
aluminum oxide or garnet paper belt is recom- 
mended by Murdock. 

The frame is cast iron and steel with ball bearing 
used throughout. The machine is equipped with a 
two-stage dust collection with a 6-inch outlet at the 
rear of the machine. Floor space required is about 
3 ft. by 4 ft. 

For More Information Circle Reader Service Number 231 
Big 


Sander Handies Stock 
Of Varied Thickness 


A new wide abrasive belt sander which provides 
close control of stock removal and allows for slight 
variations in stock thicknesses without difficulty was 
announced by Timesaver Sanders. 


LOW COST SAND- 
ER has small radii 
of feed and contact 
rolls allowing small 
radius curved and 
serpentine wood 
parts to be ma- 
chine sanded with 
ease. 
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The Shapesander handles such wood parts as chair 
backs, drawer fronts, rocker runners, curved slats, 
water skis and chair seats. 

Available in an 18 inch belt width, the sander can 
also be used for straight wood stock without making 
modifications. 


For More Information Circle Reader Service Number 232 
Bim 


Automatic Machine Makes 


1500 Bends An Hour 


The Bend-Ex B-4, constructed of alloy steel for 
years of long service has simplified tooling to make 
virtually any bend from minimum to maximum 
radius according to the manufacturer, Paul Machine 
Tool & Die Works. 

The automatic bender is capable of 1500 bends 
per hour and can bend solid mild steel bars and 
tubing of all kinds including steel, aluminum, brass, 
copper and stainless steel. 

The machine uses only one jaw for any center-line 
radius and any angle from zero to 180 degrees. It 





CLAMPING AND BENDING is automatic with new Bend-Ex 
machine. Motive power is applied by operating one air valve 
with left hand leaving right hand free to load and unload 
the workpiece. 

is powered by an air cylinder which makes mainte- 
nance and replacements almost nil, according to the 
manufacturer. The bender is 12” wide by 58” long 
by 10” high and weighs 300 Ibs. 


For More Information Circle Reader Service Number 233 
iit | 


New Automatic Caster 
Features Brake Lock 


Autolok casters which fit standard caster mount- 
ings on hollow or solid metal or wooden furniture 
legs with no special shaping or hardware was re- 
cently developed by George J. Segal. 

When a bed, chair or couch is occupied, the weight 
of the occupant causes the caster to lock itself securely. 
When the occupant rises the caster unlocks and is 
ready to roll with complete freedom. 

There are no levers, catches or trigger mecha- 
nisms to mar its appearance, create a safety hazard 
or require attention and manipulation of the user. 
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SPECIAL HOUSING descends to make contact with top surface 
of wheel acting as emergency brake when weight is applied. 
After releasing weight spring tension frees caster wheel for 
normal rolling operation. 

Distribution is being offered to the furniture manu- 
facturing industry as standard or optional equipment 
for beds, day beds, convertibles and chairs. 

For More Information Circle Reader Service Number 234 

| |} | 


New Ocean-Shell Panel 

Has Varied Applications 
Strength which cannot be shattered with severe 

blows of blunt instruments and durability requiring 

no maintenance is claimed for a new type decorative 

panel manufactured by Madrepearl Corporation. 
The material may be cut to size with hand or 

et FO be” 2% 


¥ 





4 OR aS 7, Ge eae 
UNIQUE SHELL PATTERN of mother-of-pearl shells ingeniously 
processed and arranged is supplied paper backed and may be 
coated with various glues or adhesives to affix to any surface 
such as wood, plaster, plastics, and metals. 





: te sila a 





power saws or blanked on a punch press. It may be 
formed to follow the contour of curved surfaces as 
extreme as a round supporting post, pillar or column. 

Madrepearl is unaffected by moisture, household 
chemicals, industrial soil and many other harmful 
substances. It is suggested for walls, counters, and 
displays and is effectively used for table tops, head- 
boards, cornices, door panels, serving trays and any 
other item that will permit the use of edgings, 
mouldings or frames on a continuous surface. 

The material is supplied in sheets of a standard 
size of 4 x 8 feet. Smaller units cut to size and order. 


For More Information Circle Reader Service Number 235 
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Fashion Flared Legs 
Victor leads again 


with new, new styling 
at low, low prices... 
















1%” 1D, %” BD with ¥%,” Brass Plated Glide 
a ” se oe ” ) Va" 1 7 TT ya" 
a | 4 ~ |] 8 a a a 16” | 
000 or 


came 3200. | 3400. -36ea.| .38 ea. |.40 0a. |.4400.| 4800.) 5200 
- =o EE = —_ , — 
1000" -34e0. sen. -3800.} 4000. |.42¢0. 46e0.| 5000, S40] 
Also availible in 18”, 22” and 28%” lengths on 

special order. 











New, solid brass ‘‘Fashion Flared"’ ferrules 
are used to accent the finishes; choice of 
blonde, ebony, walnut or mahogany. Kiln 
dried Northern hardwoods. 


Attach with our patented Clinch Nut 
Plates. 


#7 sq. flat4dcea. #7Asq. 10° 4cea. 
# 20 tri. flat 6c ea. #10 tri. 10° 6c ea. 
#15 tri. 15° 6c ea. 





Ls 6’ WOOD PRODUCTS CO. 


1514 Wealthy St., $.E., Grand Rapids, Michigan 


Phone Gl 4-8224 We lead, others follow 









MANUFACTURING . 


’ , 4 FOR FURNITURE — 


HAS BEEN OUR SPECIALTY FOR OVER 
25 YEARS 






Wide variety of high quality products 
—fast service from 3 centrally located 
plants—with an intimate knowledge of 
the kind of protection furniture 
_ deserves—enable us to serve you more 
} efficiently with packaging materials 
Wdesigned specifically for YOU. 





“ae JIFFY MACERATED PAPER PADS 
© KUSHION-KRAFT 
© CELLULOSE WADDING 
© CHAIR BAGS 


JIFFY MANUFACTURING COMPANY 
Office: HILLSIDE, NEW JERSEY 
HIGH POINT, N.C. tS 11°) 2 eee 


PLANTS: SALEM, ILL. 
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For further infor- 
mation, circle ap- 
propriate number 
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ROUND TAPERED 
CASTER leg, made 
rm of hardwood, has 
a7 2” diameter clear 
plastic wheel which 
swivels and turns 
with ease. 





v 
New Mobile Leg 
is Easily Attachable 


A new and exclusive mobile attachable leg which 
comes sanded smooth ready for finishing or pre- 
finished in blonde, black, mahogany or walnut is 
being offered by Dennix Products Co. 

Sizes range from 32” to 31” and the legs are easily 
attached to tea wagons, cocktail carts, table tops, 
TV sets, chests, children’s toy boxes and small bars. 

The round tapered caster leg of hardwood has a 
2” diameter clear plastic wheel. Legs can be used 
on any furniture whose utility depends on mobility. 
Catalog is available. 


For More Information Circle Reader Service Number 236 


Big 
New Drawer inserts 
for Silverware Offered 


Drawer inserts for silverware which prevent scratch- 
ing and tarnishing of both sterling and plated flatware 
are now being offered furniture manufacturers by The 





TARNISH-FREE drawer inserts for silverware are custom-made 
to drawer size specifications; are suitable for cabinets or cases, 
including curved front drawers. 
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September Co. Originally used primarily in buffets, 
credenzas, china cupboards, etc. drawer inserts for 
silverware are now appearing in occasional tables, 
kitchen furniture and higher quality dinettes. 

The inserts are custom-made in sizes from 12 by 10 
inches up. They require no installation and can be 
imprinted with the furniture manufacturer's trade- 
mark. The company also designs special silver storage 
mechanisms. Bulletin and price list are available. 


For More Information Circle Reader Service Number 237 


Sofa Bed Device 
Opens At Touch of Toe 

















LIGHT PRESSURE on foot pedal opens sleeper-sofa. New ac- 
cessory was developed by The Seng Company. 

New construction for sofa-sleepers, Step-Toe-Magic, 
developed by The Seng Company enables conversion 
of sofa-sleeper from sitting to sleeping position with 
light pressure on a foot pedal. 

The construction permits pieces up to 80” between 
the arms and features high-leg, off-the floor styling. 
The levelizer stabilizing bar assures level sleep by 
eliminating hammocking of the sleeping surface. 


For More Information Circle Reader Service Number 238 


New “Pogo” Pump Cuts 
Waste In Liquid Transfer 


A new air-operated, reciprocating type stainless 
steel pump, called the “Pogo SS,” has been desig- 
nated for pumping and transferring materials direct 
from 55-gallon containers, without spillage or waste. 
Developer of the equipment, Binks Manufacturing 
Co., claims the pump is suitable for handling fluids 
which might become contaminated such as dyes, inks, 
alcohols, latex, acids and many corrosive liquids. 

The unit weighs less than 20 pounds and is designed 
with air motor and pump sections completely sepa- 
rated, eliminating possibility of material entering air 
motor or other critical parts. The pump delivers three 
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STAINLESS STEEL PUMP, called the “Pogo SS” delivers fluids 
from original 55-gallon container at a rate of three to five gal- 
lons per minute. It comes in seven models. 


to five gallons of material per minute and works on 
both up and down strokes. Air motor piston cups 
are self-oiling and never need lubrication. The “Pogo 
SS” is available in seven models with various acces- 
sories to adapt it for use with a variety of materials. 
Illustrated bulletin is available. 


For More Information Circle Reader Service Number 239 


Bia 
Low-Cost Overlay 
is Moisture Repelient 


An overlay sheet of wood fiber and phenolic resin 
called CreZon is said to require less surface prepara- 
tion and protection, is easy to work with and reduces 
maintenance costs according to the manufacturer 
Crown Zellerbach Corporation. 

When the overlay is welded to plywood moisture 
cannot penetrate the veneer surface and checking 
and grain rise are eliminated. 

The opaque smooth surface is ready for painting 


ce anna mame eRe: nit 


PLASTIC 








MOISTURE STOPPED 


PREVENTION OF WARPING and buckling due to moisture is 
possible with new type balancing sheet when applied directly 
to the bottom of the table core. 


without a prime coat and no sanding, sealing or 
patching is necessary. The overlay prevents face 
veneer from splintering. Edges cut clean avoiding 
rim loss making possible precision band saw work. 
For More Information Circle Reader Service Number 240 


Ui | 
New Literature 


VINYL-METAL LAMINATES and their applications, in- 
cluding technical data and information on the range 
of materials to which vinyl can be laminated are 
described in an eight-page brochure made available 
by Arvin Industries, Inc. Results of tests involving 
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humidity and chemical resistance of vinyl-metal mate- 
rials are included. 
For More Information Circle Reader Service Number 241 
Bia 
ROOM SETTINGS IN COLOR, featuring Barcwood plas- 
ticoated paneling on furniture surfaces are featured 
in a four-page folder for furniture manufacturers 
issued by Barewood Division, Barclay Mfg. Co., Inc. 
For More Information Circle Reader Service Number 242 
Biil@ 
ALL-NEW ROLLER COATER, said to give top surface of 


work two coats in one pass through the machine, 
Continued on page 26 


- Wood Rosettes 








@ Carved Wood 
Mouldings 
® Wire Grilles 


KLISE 


MANUFACTURING 
COMPANY 
GRAND RAPIDS 2, 
MICHIGAN 


56 Cottage Grove SW 











SELBY MAGNET CATCH 


Powerful magnet closes door 
quickly, silently 


Self-aligning magnet reduces 
fitting 


Adjustable mounting holes 





Aluminum, brass or mahogany 
finishes 


SELBY FURNITURE HARDWARE COMPANY 
11 West 17th St., New York 10, N.Y. 

















A SIZE FOR EVERY NEED 


Heat is applied to the sides of the pot—not the bottom—no burning 
—no water in base. Thermostat regulated. They provide the most effi- 
cient and satisfactory heat for glue, resin, wax, enamels, tar etc. 
by the pioneer in the field. Ordered and used by various U. S. Gov- 
ernment departments, including the Navy. For more information write 


ROHNE ELECTRIC MFG. CO., INC., 24 E. HENN AVE., MPLS. 1, MINN. 
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Pictured above, top to bottom: 


OUTDOOR SLAT TABLE features solid 
redwood finished with marine type var- 
nish. Bases are black or white outdoor 
finishes. Designed by Florence Knoll. 


BAR AND RIVET CONSTRUCTION which 
won I. D. I. furniture design award in 
1954, is applied in this Florence Knoll 
lounge chair. Cushions are foam rubber. 


Pictured left, top to bottom: 


EXECUTIVE DESK, designed by Florence 


Knoll, won Good Design award in 1954, 


FIRST AWARD was granted for this table 
which featured parallel bar and rivet con- 
struction by American Institute of Deco- 
rators in 1954. 


ANOTHER AWARD WINNER is this side- 
board by Florence Knoll, including Good 
Design citation in 1951, sponsored by 
Museum of Modern Art. 











AWARD-WINNING 





DESIGNS 
ARE A HABIT 


WITH 
FLORENCE KNOLL 







“Good design is the sum of a designer’s experience,” says 
Florence Knoll, president of Knoll Associates, Inc., Knoll 
Textiles, Inc., and Knoll International, Ltd. 

This petite furniture designer, designer consultant and 
architect has successfully blended this combination of good 
design and design experience; mixed in proper amounts of 
simplicity and clarity; added imagination, and resulted 
with furniture designs that have consistently won design 
awards. The Museum of Modern Art has selected her fur- 
niture designs as “Good Design” and the American Insti- 
tute of Decorators presented her with its first award for 
furniture design in the 1958 Design Competition. 

Florence Knoll is known for her application of the 
structural T to a series of tables and her use of an 
adaptable, versatile parallel bar and rivet construction 
system as structural members to tables, chairs and sofas. 
Her simplicity and clarity are seen in a noted series of 
furniture including executive and secretarial desks and 
conference tables. 

A native of Michigan, Florence Knoll graduated from 
the Cranbrook Academy in Bloomfield Hills, Michigan 
and later studied at the Architectural Association in Lon- 
don. She received her architectural degree at Illinois 
Institute of Technology where she studied under Ludwig 
Mies von der Rohe. 

She later became a partner in the New York firm of 
Hans G. Knoll Associates where she served as head of the 
Knoll Planning Unit, a position to which she still devotes 
most of her interests. The Knoll Planning Unit has been 
responsible for projects such as: two hundred fiftv execu- 
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By CAROLE NADWIDNEY, Assistant Editor 


FURNITURE Designer 
of the Month 









FLORENCE S. KNOLL, President, Knoll Associates, Inc., 


Knoll Textiles, Inc., and Knoll International. Ltd. 


tive offices of the Alcoa Building in Pittsburgh; offices of 
U. S. Embassies in Havana, Stockholm and Copenhagen; 
the Art Gallery at Yale University and the Virginia 
Museum of Fine Arts; the executive offices for Columbia 
Broadcasting System; offices and recreation areas for 2000 
employees of the Connecticut General Life Insurance Co. 
in Hartford; a six hundred room dormitory at the Univer- 
sity of Michigan; the M. D. Anderson Hospital in Texas; 
the Columbian Country Club and the State Department 
Housing for Foreign Personnel. 

Florence and the late Hans Knoll used imagination and 
enterprise to transform their operation into an international 
organization now boasting three factories in Pennsylvania, 
ten showrooms and sales offices in the United States and 
sixteen showrooms and manufacturing facilities in Canada. 
Cuba, India, Mexico and many European countries. 

Collaborating with designers and architects, the Knolls 
worked with such notables as Franco Albini of Italy, Hans 
Bellman of Switzerland, Pierre Jeanneret of France, Ilmari 
Tapiovaara of Finland and Americans Harry Bertoia, Mies 
van der Rohe, Isamu Noguchi, Eero Saarinen and Lewis 
Butler. Working with Eero Saarinem the famous first 
molded plastic chair was produced; with Harry Bertoia 
they brought out a series of form wire chairs. 

They spread this collaboration idea to textiles and suc- 
cessfully worked with various international designers as 
Astrid Sampe and Sven Markelius of Sweden, Dennis 
Lennon of England and Americans Marianne Strengell, 
Eszter Haraszty, Toni Prestini and Evelyn Hill. They be- 


Continued on page 26 
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Award-Winning Designs 


Continued from preceding Page 


came the first to use fabrics specifically designed for archi- 
tectural context. Using new and old materials, they applied 
new scientific techniques to furniture manufacturing. 

Art Metal Construction Co. of New York, designers and 
manufacturers of metal office equipment has recently pur- 
chased Knoll Associates, Inc., Knoll International Ltd. and 
Knoll Textiles, Inc. The Knoll companies will operate as 
independent concerns and Florence Knoll will continue in 
her role as President. In addition, Mrs. Knoll will serve 
as Director of Design and Research for Art Metal and will 
be a member of the Board of Directors. * 


Bia 
New Literature 


Continued from Page 23 





virtually eliminating finish imperfections is featured 
in a bulletin released by Dubois Machine Company. 
The coater equipment applies sealers, paints, lacquers, 
varnishes and other materials to flat surfaces; graining 
machines transfer patterns to both flatwork and edges. 
Other models of Dubois roller coaters and graining 
machines are also described. 
For More Information Circle Reader Service Number 243 
Bie 


OSCILLATING SPINDLE SANDERS are illustrated in a 
four-page brochure of Minneapolis Machine & Tool 
Co. Pictures, dimensions and prices of drum sander, 
Hoor model and bench model are given. Parts and 
accessories are also described. 

For More Information Circle Reader Service Number 244 

Bis 

PROFIT THROUGH FACTORING, enabling more sales, 
less expense and a cash position is said to be made 
possible through Walter E. Heller & Company, as 
outlined in their brochure. The booklet explains many 
of the benefits of a factoring service. A list of fields 
served by Heller is included. 

For More Information Circle Reader Service Number 245 


HOW TO GET CASH to keep vour business growing is 
explained in a bulletin issued by Textile Banking 
Company, Inc. The bulletin states how factoring 
service can increase sales, eliminate credit risk, relieve 
details of collection and provide for inventory build-up 
and pre-season selling. 

For More Information Circle Reader Service Number 246 


Bia 
NEW METALLIC SPARKLE PRODUCT, \Metalflake, is de- 


scribed in a handy reference folder and sample book 
released by The Dobeckmun Co., div. of The Dow 
Chemical Co. The folder describes the sparkle mate- 
rial and tells how to apply it on various surfaces for 
decorative effects. Samples show sizes, 
colors of Metalflake that are available. 


For More Information Circle Reader Service Number 247 
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P. J. NEE CO., Rockville Pike, Washington, D.C., is plan- 
ning a two-level building addition to increase floor space 
to 100,000 sq. ft. Dermot A. Nee, president, expects 
completion by November 1. 





GREENBERG AND BEATMAN FURNITURE CO., 754 Maple 
Ave., Hartford, Conn., opened a new store following rede- 
velopment and relocation from Front Street. Display of 
furniture and appliances are contained in 30,000 sq. ft. of 
space. Warehousing and finishing rooms are in the rear. 
Harry Greenberg is president. 


L. M. SCHULTHEISS FURNITURE CO., Highland Ave., Wil- 
Jiamstown, W. Va., opened a new two-story building, 
to carrv a more mayen line of merchandise. Logan M. 
Schultheiss is owner ; James Schultheiss is sales manager. 


THOMPSON FURNITURE CO., Leonardtown, Md., opened its 
new store adjacent to the New Theatre. Proprietor is Mr. 
Thompson who also owns Hollywood Furniture Co., lo- 
cated on Route 235. 


EAGLE FURNITURE CO. is constructing a new store on 
Belton Highway, Anderson, S. C., will have 17,000 square 
feet of display ‘and sell: ng space. A warehouse is planned 
adjacent to it. The Eagle Stores located on the Square 
and on Church Street will be closed when the new unit 
is opened, according to owner J. B. Lawson. Richard L. 
Copeland will be manager. 


BINGHAM-SINE HALFWAY HOUSE, 5200 Roe Blvd. in Roe- 
land Park shopping center, Kansas City, Mo., is the first 
branch store of Bingham-Sine Furniture Co. Floyd Sine 
stated that the store will concentrate on the sale of early 
American, colonial and traditional lines of furniture and 
accessories. The 5,000 sq. ft. store was formerly occupied 
by Thornton's Furniture Co. whose assets and inventory 
were purchased by Sine. Louis Saunders is manager. 


KELLY FURNITURE CO. has purchased the entire stock and 
fixtures of Bruce Home Furnishings Co., of Bruce, Wis- 
consin. Kelly Furniture, of which Mr. L. J. Kelly is a 
principal, operates twelve retail stores in Wisconsin and 
Minnesota. The former owner of Bruce Home Furnish- 
ings was Gail Brokaw, who is now retiring. 
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“Smith, I've chosen you to design a best seller line.” 
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Setting policy is one major manage- 


ment responsibility. Seeing that policy 
is carried out when and as planned 
is another management responsibility. 
(In sophisticated jargon this is refer- 
red to as Planning and Control.) 

When making policy decisions some 
managers are guided by the facts, 
others by previous experience with 
similar situations, and still others “by 
guess-or-by-gosh.” This is also true 
of the follow-up or control phase. 

Unfortunately, all too frequently, 
sufficient facts for intelligent decision- 
making are not available, despite all 
of the “record-keeping” that seems to 
go on in most companies. There is a 
dual danger inherent in these situa- 
tions; first, that a poor decision will be 
made, or secondly, that no decision 
will be made. 

The costliness of not making a de- 
cision when one should be made, that 
is, of not doing anything about an un- 
desirable condition, is dramatically 
illustrated by the following case his- 
tory. (This case is dramatic only be- 
cause it is so elementary and basic.) 

The XYZ Company, like many 
others, experienced a drastic drop in 
sales volume in one of its major divi- 
sions, ostensibly due to a_ general 
business recession. Profits were negli- 
gible to the point where a further 
drop in volume would put the com- 
pany in the red. This situation per- 
sisted for a number of months and 
showed no signs of improving. Looking 
into this problem, we found that sell- 
ing prices were competitive, and 
products and service were both equal 
to or better than that of competition. 

However, we also found a selling 
force that was in the main phlegmatic, 
and with a few exceptions, dissatisfied. 
Paradoxically, the Sales Manager him- 
self was aggressive and dynamic. 
However, he was obviously unable to 
impart these qualities to his salesmen: 
Why? Was it possible that these same 
men who performed satisfactorily dur- 
ing the lush post-war years had sud- 
denly become inadequate, incompetent 
and /or complacent? Or were they 
perhaps lacking in incentive? 


Facing Facts 


Truth or 


Consequences 


Correspondence regarding this column may be addressed to Victor A. Lennon, FURNITURE 
DESIGN & MANUFACTURING, Suite 2109, 608 South Dearborn St., Chicago 5, Ill. 


Study of the existing compensation 
plan indicated the following: 

1. A guaranteed salary plus a 
monthly sales quota, with a 3% 
commission on all volume over 
the quota. 

2. An allowance for expenses, in- 
cluding auto, entertainment etc. 

We also learned that, as this is a 
seasonal business to some extent, most 
of the salesmen only exceeded their 
quota 3 or 4 months during the year. 

Obviously, this compensation plan 
was lacking incentive. If the first week 
or two in a given month was slow, 
the men realized they had only a slim 
chance of exceeding their quota. As 
a result, they made no attempt to 
meet (let alone beat) the quota for 
that month. 

Management recognized the prob- 
lem, but did not feel that it could 
afford to offer a more attractive com- 
pensation plan. The facts that follow 
show that Management was half right. 
It could not afford to pay more money 
for its sales, but it could easily afford 
to offer a more attractive, incentive- 
packed compensation plan. Here are 
the rest of the facts: 

An analysis of the company ’s true 
selling costs showed that guaranteed 
salaries, plus expense allowances, plus 
3% commission on over-quota volume 
was amounting to 23.5% of sales. 

Once this was known, the solution 
to the problem became self-evident. 
The company could easily afford to 
liberal Straight 
Commission Plan; one which would 
provide an actual as well as psycho- 
logical incentive to the sales force. 
And so it was. A straight 20% com- 


offer an attractive, 
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mission plan with no guaranteed 
salaries and no expense allowance was 
installed, and enthusiastically accepted 
by the salesmen. The results?—Check- 
ing back six months later we found: 

Sales Volume increased 28.5% 

Direct Selling Costs decreased 4.1%. 

The significance of this case history 
lies in the fact that the company had 
been losing volume and profits for an 
extended period of time simply be- 
cause Management did not have the 
facts upon which to base a decision 
for action. The facts were actually 
there, but were not organized in a 
manner so as to point up the cause of 
the problem. 

This is but one example of the need 
for organizing information for man- 
agement control purposes. I believe 
we must be realistic and face the fact 
that the typical financial statement is 
not too helpful to the average man- 
ager. These statements are necessary 
for the internal revenue department, 
the SEC, the — stockholders, the 
scrutiny of banks, credit agencies etc. 
However, because they are usually in 
summarized form and because they 
frequently are received thirty or more 
days after the close of the period 
whose activities they reflect, they are 
of limited value to management in its 
decision-making deliberations. Also, 
they frequently do not provide an 
adequate basis for comparison. True, 
they do provide a dollar comparison 
which may suffice for obvious accounts 
such as sales and profit or loss. How- 
ever, for cost control purposes it is 
extremely desirable to analyze the 
various cost and expense accounts as 
percentages to sales, rather than on 
a dollar basis. For percentages pro- 
vide a common denominator which 
tremendously simplifies analysis and 
comparison. 

Too often, financial statements do 
not show percentages. Also, because 
they of necessity are in summarized 
form, they cannot provide detailed in- 
formation on a current weekly basis. 

Too few managers use Management 

Continued on Page 28 
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Facing Facts 

Continued from preceding page 
Control Reports as a supplement to 
their financial statements. 

For example: 

How many managers know what 
their weekly overtime payroll 
costs are de _partmentally and 
related to output? 

How many managers know their 
percentage selling costs, delivery 
costs, order-handling costs and 
sales promotion costs for selling 
to a chain or department store as 
against selling to a small re- 
tailer? How managers 
know the true cost of designing 
and sampling a number or group- 
ing, and what return might be 
realistically anticipated on_ this 
investment. 

How many managers know which 
are their most profitable items 
and who are their most profitable 
customers? 

Good management implies good 
decisions. And good decision-making 
is predicated on having the facts that 
are needed, when they are needed. 

Unfortunately, many smaller com- 
panies are of the erroneous opinion 


many 


that adequate management controls 
are expensive, and beyond their eco- 
nomic reach. The truth of the matter 
is that controls are neither expensive 
nor are they an expense: thev are an 
investment which can protect the 
present and assure the future. 
Decision-making can be a_ factual 
conclusion, an arbitrary conclusion or 
Which is 
in your case? a 
| | 


an emotional response. 


Lane Sells Ideas 
Continued from Page 13 
black bow-ties, in honor of “Tuxedo,” 
a walnut collection with bow-like 
ebony inlays. 

One exploitation milestone that 
helped put the spark of life into the 
advertising program came with moth 
insurance policies. When laboratory 
tests proved that an aroma-tight chest 


was being made by Lane, an insur- 
ance company was induced to issue 
moth insurance policies on the con- 
tents of the cedar chests, indemnify- 
ing chest owners against any damage 
from moths to clothes while in the 
chest. The national advertising pro- 
gram is considered by E. H. Lane 
to be one of the three major steps 
leading to the organization’s success. 
All were launched in the ’20s. The 
other two are: research on the prod- 
uct; and incorporating the owner's 
name into the business. 

The business was founded in 1912 
when J. E. Lane bought an old box 
plant at Altavista for $500 at a bank- 
ruptcy sale. A few months later he 
suggested to oldest son E. H. Lane, 
then 21, that they should manufacture 
some all-red-cedar chests. The opera- 
tion was begun with five employees. 

Inevitably the little 30 by 60 foot 
plant, originally without sides, proved 
inadequate, even though a line of 
woodworking machinery had replaced 
the box equipment. Initial expansion 
was almost immediate. A nearby va- 
cant plant that had been making hay 
balers was rented, and by September 
of that year from five to ten chests 
a day were being turned out—solid 
red cedar boxes ornamented with 
copper strips. 

The firm was incorporated as The 
Standard Red Cedar Chest Company. 
It managed to get through World 
War I, when it made ammunition 
boxes for the government, and to sur- 
vive endless fires. The wooden assem- 
blying and finishing plant burned 
during an electrical storm one night in 
1921, but was replaced only a few 
months later by a more modern struc- 
ture of reinforced concrete. 

In 1922 the organization’s name 
was changed to The Lane Company, 
Inc. Several years afterward, E. H. 
Lane became its president. Under his 
dedicated leadership, the company 
grew into the largest manufacturer of 
cedar chests in the country. 

Today, E. H. Lane is Chairman of 
The Board, and three of his sons— 
Edward H., Jr., Landon B., and Ber- 
nard B.—are active in management. 


In 1956, Hampton Oliver Powell 
took over the presidency. President 
and Chief Operating Officer, he has 
been with the company since 1927 in 
various capacities. He is president 
of the Southern Furniture Manufac- 
turers’ Association. 

Along with E. H. Lane and Powell, 
the firm’s management is headed by: 
E. H. Lane, Jr., Vice-President and 
General Manager; L. B. Lane, Vice- 
President; B. J. Klein, Vice-President 
in charge of Table Sales and Design 
Co-ordinator for the Three Divisions; 
Stuart Moore, Secretary; E. B. Crad- 
dock, Treasurer. Craddock was ap- 
pointed in June after death this spring 
of L. R. Thompson, Lane treasurer 
for many years and a well-known in- 
dustry figure. 

Expansion has been steady in many 
areas. Physical facilities have multi- 
plied. In 1925 a new and more effi- 
cient saw mill plant began processing 
the cedar lumber. The same vear a 
plywood plant was added, and the 
finishing section was enlarged. In 
1930, after another fire, a brick and 
steel structure was erected for storage, 
shipping and offices. 

During World War II the company 
maintained chest manufacture, besides 
making articles for military use. 

Product expansion began in 1951. 
The Table Division was set up at 
Altavista to manufacture modern and 
traditional lines. Two vears_ later 
another 50,000 sq. ft. were added. 

By 1956 management felt that the 
firm could profitably enter the pro- 
duction of other wood home furnish- 
ings articles, and the Bald Knob Fur- 
niture case goods plant at Rocky 
Mount, Va., was acquired to make 
Lane bedroom and dining room furni- 
ture and desks. 

Reasoning behind establishment of 
the second and third divisions was 
that years of heavy national advertis- 
ing had given the Lane name strong 
consumer recognition; and application 
of the name to broader furniture 
products was a logical step as soon as 
production facilities could be acquired 
and proper standards of quality set. 

Marketing result of this embrace- 
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ment is that a girl may buy a cedar 
“Sweetheart Chest” before she is mar- 
ried, and start developing a whole 
household of Lane furniture around 
the one piece. Chests, tables, dining 
and bedroom furniture are often cor- 
related or may be combined, so that 
this vear’s buyer of a chest may pur- 
chase a bed next vear and a hutch the 
following. 

The total Lane operation now in- 
cludes three plants—Altavista, Rocky 
Mount, and a cedar-panel plant at 
Smyrna, Tenn. (near Nashville), the 
former Caswell-Runyan plant. To- 
gether these encompass over 750,000 
square feet of space, and more than 
1,500 employes. 

The Smyrna plant represents an 
adaptation to raw product and geog- 
raphy. The original cedar was local 
to Virginia, and was hauled in by 
horsecart, donkey and trucks. Even- 
tually the local source was depleted, 
and the company sought relatively 
nearby supplies in Tennessee. 

Lane was one of the first fully con- 
vevorized furniture plants in the 
South. Years ago, E. H. Lane traveled 
to Detroit to inspect the assembly line 
and power conveyor at the Ford 
Model T plant. He subsequently 
modernized his own operation. 

Another area of pioneering came 
with the use of matched veneer in 
cedar chests, and harmonizing matched 
veneer in case goods. One official 
estimates that Lane uses more veneer 
match than any other company. The 
same man points out that the par- 
quetry-top, brass-legged ““Futura”’ 
tables, introduced in 1954 for a five- 
vear run, were the first mass-produced 
tables at popular prices employing in- 
tricate veneer matching. 

Expensive hardwood veneers, se- 
lected for chests, are “welded” to the 
%-inch cedar panel in present-day 
practice, whereas the early chests 
were red cedar throughout. Experi- 
mentation with these exterior veneers 
has proved that chests made with 
them are more efficient as moth- 
<illers than the old type solid cedar 
chest—and are more attractive, easier 
to co-ordinate with other furniture in 
a room, and faster to sell. 

Researching the product, Lane has 
looked to the laboratories of a na- 
tional commercial chemist, to TVA 
and to Virginia Polytechnic Institute 
at Blacksburg, Va. In the 1920s, 
waste utilization was tackled. Before 
World War II, an almost unheard-of 
step was taken: a particle board was 


made experimentally. In 1947 Lane 
became the second manufacturer in 
the United States to produce a parti- 
cle board (Swain Industries preceded 
it by one month). 

Later, the company developed by 
research in its plant the extrusion 
process called “Lanewood.” In 1951 
at Altavista a pilot machine was in- 
stalled, considered one of the biggest 
single achievements of special ma- 
chinery by a manufacturer. After the 
principle had been proved, the com- 
pany commissioned Adamson United 
of Akron, Ohio, to build the final 
Lanewood Machine. Today the ma- 
chines are sold, in limited quantity 
nationally, and are used by such firms 
as Broy hill Furniture Factories, Amer- 
ican of Martinsville, and American of 
North Wilkesboro. 

Many other patented special-pur- 
pose machines serve the Lane plants. 

The experimental work of Arthur 
D. Little, Inc., of Cambridge, Mass., 
has been another factor helping the 
company keep ahead competitively. 

Lane was the first to mass-produce 
a “Boomerang” Table and “Snack” 
Tables, declare company spokesmen. 
They add that its “Copenhagen” 
group in walnut—tables and bedroom 
—“put clean-design Danish on the 
mass market” in the fall of 1955, and 
has been a record best-seller. “Ac- 
claim,” of walnut with inlaid dove- 
tailing, was brought out in October 
1958, and also brings formerly expen- 
sive features to the mass consumer. 

Adhering to its principle of speciali- 
zation, even in artistic endeavor, the 
company staffs three different design- 
ers for three divisions. They are Cal- 
vin Brown, chests; Andre Bus, tables; 
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“Lousy craftsmanship my eye, what an 
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and Warren C. Church, case goods. 
Design research mav be treated in 
depth. The current “Hans Christian” 
Table Collection, for example, re- 
ceived its inspiration during a visit 
by Lane designers and officials to a 
tiny village off the coast of Denmark. 

Envisioning the demand for U.S. 
goods in Canada, the organization ne- 
gotiated with a large Canadian manu- 
facturer about 25 vears ago to make 
and distribute chests there. Today, 
through Knechtel Furniture, Ltd., 
distribution and advertising program 
has made the product well-known 
from Quebec to Vancouver. 

Going one step—and one continent 
—farther, Lane was in process of de- 
vising a similar system for handling 
the product in England and Europe 
before World War II. But the inter- 
national holocaust disrupted these 
plans which, as the management 
states significantly, “have not been 
carried any further yet.” 

The national and international out- 
looks seem bright for Lane—and for 
any other furniture company with 
convictions and a willingness to brave 
effective new methods of merchandis- 
ing and production. 

Declares Chairman Lane: 

“If ever a business has thrived on 
youth, it is ours. I think it’s im- 
portant in the furniture industry for 
management to keep pace with youth- 
ful thinking, because this is certainly 
the prime market for home furnish- 
ings. As long as we can see things 
from the viewpoint of the youngsters, 
our efforts are bound to reflect the 
courage, vigor, and bold imagination 
that leads to success and progress.” 

President Powell says: 

“We are on the threshold of a 
huge U.S. marriage boom. This means 
a lot of new homes to be furnished 
during the sixties. It will be the job 
of our industry, to keep 
abreast of the needs and wants of 
these young people, in furniture de- 
sign and features, because we are in 
a rapidly changing market. 

“Young people today have better 
taste and are better informed than 
the newlyweds of 1940—they know 
what they want. There are also new 
architectural trends to be watched if 
we are to offer furnishings that best 
serve the needs of modern living. 

“Manufacturers and retailers who 
make it their business to study these 
factors will, in our opinion, get far 
greater shares of the market in the 
next decade.” ® 


however, 
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Down Plus Foam 


Continued from Page 17 


matic fluffer for the down outer-wrap. 

A revolutionary type of latex foam- 
combination cushioning called “Deep 
Comfort” has just been introduced 
by the Firestone Rubber & Latex 
Products Co., Fall River, Mass. The 
Deep Comfort cushion combines a 
central core of Firestone Foamex 
(natural foam rubber) with an outer- 
wrap or casing of down or Dacron. 
When used in such a way, according 
to a Firestone spokesman, a new 
standard of luxurious cushioning is 
achieved, consolidating the best in 
both comfort and long-lasting appear- 
ance. We have viewed the complete 
assembling processes required to fash- 
ion this cushion; we have given it a 
seating comfort test, and we agree 
that the ultimate in cushioning feel, 
appearance, and seating comfort has 
been achieved. This blending of time- 
honored down and the industry- 
accepted modern latex foam provides 
a marriage of luxury and resilience. 

The Deep Comfort cushion was 
engineered by Firestone in conjunc- 
tion with designers and engineers of 
the Living Room Division of the Sim- 
mons Co., and is making its debut in 
the Simcrest line (high luxury series) 
of the Simmons Co. Simmons plant 
personnel are enthusiastically engaged 
in the production of this cushion, and 
they predict complete consumer ac- 
ceptance at the luxury level. 

The latex foam rubber portion of the 
Firestone Deep Comfort cushion con- 
sists of a crowned reversible central 
core with % inch diameter exposed 
core holes on the top and bottom sur- 
faces. This reversible core is an ob- 
vious necessity to maintain the proper 
balance in the completed reversible 
cushion. The ccre is procurable from 
all Firestone Foamex distributors in 
long lengths of 103 inches which can 
be cut to cushion size by the furniture 
manufacturer or may be ordered to 
specific cushion sizes if desired. It is 
available in two widths for seat 
cushioning and one width for pillow- 
back cushioning. 

Core porticns of combination foam- 
down cushions, in various construc- 
tions, are offered by manufacturers 
and distributors of latex foam, Ure- 
thane foam, and Vinyl foam through- 
out the country. These foam suppliers, 
however, do not process down, and 
the down portion of a combination 
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cushion is easily available, with an 
additional assistance in engineering, 
from all processors of down. 

Similar in construction to the cas- 
ings—pads used for down-spring cush- 
ions, down casings for down-foam 
cushions are precision made. The 
best quality down-proof ticking is cut 
and sewn to pattern. Two thin pads, 
each about 1% inches high, are made 
and sewn together with boxing. An 
additional down pad aleng the front 
boxing is used to prevent the feel of 
springs on the calves of the legs . 
when made to cover a spring cushion 
unit. This same pad along the front 
boxing serves to prevent the front edge 
of the covered cushion from becoming 
rounded and sliding away from the 
spring unit or foam core. As made 
for the all-down cushion, the ticking 
is sewed in channels to keep the 
down from moving out of the center 
and bunching along the edges. 

Insertion of the foam core into the 
down pad-casing is an _ incomplex 
procedure. Simply insert the cut-to- 
size foam core into the front, open 
end of the casing; sew the open end 
by machine, and presto, a cushion of 
comfort and luxury, with all of the 
components pre-cut, pre-sewn, and 
pre-filled for one of the most effortless 
cushion filling operations we have 
ever viewed. 

Three salient facts concerning the 
manufacture of down cushions or 
down pads must not be overlooked. 
Carefully select the types of feathers, 
grades and mixtures, and the quality 
of downproof ticking to be used. 

Basically, there are only two types 
of feathers processed for use in furni- 
ture cushioning. These are the water- 
fowl feathers goose and duck. 
They are springy and resilient, full 
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and fluffy, and the natural curve of 
the feather shafts insure better sta- 
bility. Although chicken and turkey 
feathers (landfowl) are sometimes 
offered for sale, they are not recom- 
mended by the down processing ex- 
perts. The landfowl feathers have 
straight shafts which have to be 
artificially curved to provide some 
measure of resiliency, and they are 
inferior to the waterfowl feathers in 
all respects. Chicken and_ turkey 
feathers are heavy, resulting in dead- 
weight cushions. Goose and duck 
feathers, on the other hand, are light 
in weight; thev are resilient and 
buoyant, and they possess the quali- 
ties necessary for all-around com- 
fortable cushioning. 

The grade of any mixture can vary 
from 100 per cent down to 100 per- 
cent feathers. Neither of these mix- 
tures is desirable in furniture. Grades 
are specified by em the per- 
centage of down first, i.e., a 30-70 
grade consists of 30 parts down to 
70 parts of feathers. Too high a per- 
centage of down results in packing or 
bunching after a short period of use. 
While initially, softer, it is not recom- 
mended because constant care is re- 
quired to prolong the life of the 
cushion. Conversely, too little down 
vields a harder and coarser feeling 
cushion not consistent with the luxuri- 
ousness of down. Good cushion mix- 
tures? 40-60, 50-50, 60-40, 70-30. 
The safest procedure to follow when 
ordering down is to discuss vour re- 
quirements with your down processor. 
He'll advise the suitable mixture for 
vour needs. 

By the same token, make certain 
that the quality and tvpe of ticking is 
the correct one for your cushions or 
pads. Heed the following words of 
counsel by Mr. W. A. Mueller, Vice 
President, Joseph W. Woods Co., 
Inc., New York, ticking converters. 

Says Mr. Mueller, “Our reputation 
has been built on the basis that a 
quality ticking must be designed 
fundamentally for the specific purpose 
for which it is intended, and conse- 
quently there is a specific weight and 
construction of ticking for each in- 
tended application.” 

Important changes are occurring in 
the furniture cushioning market 
all of them good. Properly applied, 
and selected with care, down and 
combination-down cushions should 
add consequentially to available cush- 
ioning selections now being offered up- 
holstered furniture manufacturers. 
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More About the NAFM Fair— 





Profitable ideas and New Products 
To Headline August Supply Show 


One hundred furniture industry 
suppliers strong and more 
have revealed plans of presenting the 
very latest in equipment, components, 
materials and supplies when the doors 
open on the fifth annual NAFM Sup- 
ply, Equipment & Fabric Fair August 
29. All furniture manufacturers and 
designers are invited to attend the 
exposition. 
junction with the annual convention 
of the National Association of Furni- 
ture Manufacturers, sponsors. 

Highlighting a number of new and 
improved products which have come 
on the market in recent months, the 
exposition expects to attract an attend- 
ance in excess of 2,000 furniture 
industry executives, and will hold 
cost and production sessions for mid- 
dle management men. 

Upholstery and bedding manufac- 
turers will be able to examine and 
compare the newest urethane foam 
cushioning materials, latex foam in 
both molded cushions and slab stock, 
molded vinyl foam cushions, improved 
forms of rubberized curled hair, plus 
a host of items for use in upholstery 
construction. 

New patterns in vinyl upholstery 
covers will be presented as well as a 
new leather especially designed for 
down cushions. 


The event is held in con- 


New spring construc- 





tions and new combinations of mate- 
rials for upholstered furniture and 
bedding will be in evidence. 

Exhibitors of plastic materials and 
products will also be in the limelight. 
Among the products to be shown will 
be new designs plastic laminates, 
molded plastic drawer units, plastic 
trim and knobs with metalized finishes, 
plastic surfaced tops, plastic covers 
for shipping and displaying furniture, 
and plastic products for upholstery 
construction. 

New forms of adhesives will be 
demonstrated and explained by tech- 
nicians, including pressure sensitive 
materials, ready-to-use cold glues, 
casein glues, polyvinyl and resorcinal 
adhesives as well as contact bond. 

Fastening equipment and devices 
will be high on the list of things to 
see at the NAFM Fair. Items will 
include screw machine products, K-D 
fasteners, teenuts and webbing clips. 
Improved models of air-powered 
stapling and nailing equipment will 
be shown by several manufacturers. 
These will be in operation for actual 
demonstrations at exhibitor booths. 

Both top and middle management 
executives will see certain pieces of 
equipment and will 
view working models and work per- 
formed by heavy equipment, such as 


woodworking 
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double end tenoners, slat bed sawing 
machines, presses and mortising equip- 
In the area of portable tools 
and lighter equipment will be drills, 
screwdrivers and the like, carbide 
tipped saw blades and cutting tools, 
sewing machines 


ment. 


and finishing room 
equipment. 

Manufacturers of hardwood parts 
will be on hand with examples of 
their products in both domestic and 
foreign hardwoods. Wood bendings, 
furniture com- 
ponents are to be displayed. One 
manufacturer is introducing a new 
wood stabilizer and preservative. 

Under the heading of furniture 
components and trim will be new 
stvles in ferrules and glides, utility 
trays for case goods, steel frames for 
cases, sliding door units, table pins 
and a host of furniture legs in wood, 
plastic and metal. 

Supplies for the shipping room will 
be shown as will be a load stabilizing 


veneers and wood 


device for securing crated or uncrated 
furniture. 

The convention and exposition was 
planned to begin on Saturday, August 
29, to allow plant people to attend 
production and cost meetings on the 
29th and 30th as well as to visit the 
exhibits and still not be away 
from the plant on a working day. 


EARLY ENTRY in the 1959 Furniture De- 
sign Awards Contest, sponsored by the 
National Cotton Batting Institute, was 
created by Donald Van Der Linden, Los 
Angeles. Leading entries will be on dis- 
play at the NAFM Fair, August 29—Sep- 
tember 1. 


For further information regarding ad- 
vance registrations or exhibit space at 
the NAFM Fair, write to FURNITURE 
DESIGN & MANUFACTURING, Suite 
2109, 608 South Dearborn, Chicago 5, Ill. 
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> SUPPLIERS © 


TO THE 


FURNITURE INDUSTRIES | 





.... Put FDM’ 


on your Sales team 


BEFORE ... 
DURING ... 
& AFTER 


NAFM Supply Show 
August 29-Sept. 1 | 


CROSSBANDING in process of glue spreading in a furniture factory equipped with 
a Black Brothers po rare machine, fitted with a safety control of the type men- 
tioned. Note how a plywood panel laid on top the auxiliary table, with its forward end 
on the machine cross bar, aids in handling crossbandings to the roll opening. Photo- 
graph courtesy Black Brothers Company. 

















e FDM’s August Pre-Show Issue will create 
reader interest in the products to be 
displayed and stimulate show attend- 
ance. 


e FDM’s September Show Issue will be 
distributed at the Show and will bring 
more buyers to your space. 


e FDM’s October Show Report Issue will 
help you maintain the interest and 
follow up across the nation on those 
people contacted at the Show. 


EDITORIAL CONTENT In each of these 
three issues will include regular monthly fea- 
tures and all departments plus— 


August will BUILD show interest. 
September will PRE-VIEW products. 
October will REPORT on the Show. 


Put FDM on your Sales Team for at least these 
three months and your sales message will be 
read by your BEST prospects—whether they 
attend or not. 


TAKE ADVANTAGE of our economical three 
time rate to buy this ‘package’ and see for 
yourself why more and more advertisers are 
adding FDM to their schedules. 


For more information, write, call or wire. 


@ FURNITURE Design 


¢ Manufacturing 


608 S. Dearborn St. 
WAbash 2-1272 


Chicago 5, Ill. 
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How To Avoid 
Crossbanding Problems 


For high-class results, it is impor- 
tant that crossbanding be properly 
manufactured, whether made directly 
at the plant where it is used, or pur- 
chased in the market. It is impossible 
to do best work with crossbanding 
stock which has been poorly cut. As- 
suming that one has stock which has 
been carefully produced at the lathe, 
proper drying is important; care should 
also be used to lay it right side out. 
All rotary-cut stock has a so-called 
tight and loose side; as it is taken from 
its curvilinear position in the log and 
flattened out, what was the convex 
side in the log is the tight side. This 
should be the outer surface on cross- 
banded stock, since it provides the 
best foundation for face veneers. 

Crossbandings should be dried to 
a lower moisture content than other 
components in a laminated construc- 
tion; as a rule, such stock is thin, and 
subjected to moisture from glue lines 
on both sides. Thus, an initial drier 
state of crossbanding aids any lam- 
inated construction in striking a mois- 
ture balance more quickly. 

Crossbanding does not begin to 


swell at the time it starts to absorb 
moisture. It must build up to a cer- 
tain moisture content before actual 
swelling begins. If it contains con- 
siderable moisture to begin with, how- 
ever, it may start swelling as soon as 
it begins to absorb moisture from the 
adhesive. If it swells greatly, a con- 
siderable amount of shrinkage will 
take place while drying. This sets up 
strains which are difficult to control, 
and warping often follows. 


Dry Crossbandings With Heavy Cores 


Where crossbandings are used on 
heavy cores, it is important to have 
them much drier than the cores, even 
though they may not exert sufficient 
pull to warp the core. Crossbanding 
is liable to have an adverse effect on 
face veneer if it builds up too great 
moisture content. This sometimes has 
an indirect, derogatory effect on fin- 
ishes applied to surfaces later. An 
occasional case has been observed 
where crossbanding having consider- 
able moisture content was used, and 
where its subsequent shrinkage pul 
caused checking of face veneers. Ob 
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viously, such checks will show through. 

The same line of reasoning leads 
one to understand bad effects of using 
too heavy a glue spread. Most cross- 
bandings obtained on the market to- 
day are more accurately cut than those 
available in vears gone by. For that 
reason, employment of a gap-filling 
adhesive is seldom required. Indeed, 
when using modern resins, a very thin 
glue spread is often found adequate, 
provided it can be uniformly applied. 

Modern resilient-roll glue spreaders, 
like those made by Black Brothers, use 
application rolls deeply covered with 
high-grade synthetic rubber. These 
are specially grooved to control the 
amount of resin deposited; they con- 
form to any irregularities which may 
be present in crossbandings. Doctor 
rolls on these machines are heavily 
coated with pure, hard chromium; 
this allows even closer control of the 
glue spread, especially when it is con- 
sidered that adjustments are calibrated 
to the thousandth of an inch. 


Wide Spreader Often Employed 


In many furniture factories, an ex- 
ceptionally wide glue spreader is indi- 
cated for handling crossbands. They 
are wide across the grain, and it is 
always best, when possible, to run 
such stock through the machine in 
the general direction of the grain. 
Crossbanding run with the grain is 
less flexible in the direction of travel; 
therefore it will not follow and wrap 
around an application roll so easily 
as it will if run across the grain. 

When crossbanding is run through 
the glue spreader, whether or not it 
is parallel with the grain in a general 
sense, it is better to run it somewhat 
obliquely. This allows one corner to 
emerge before the balance of the lead- 
ing edge; wrapping around the roll 
is less liable to occur under these 
circumstances. Where sheets are run 
slightly oblique, the off-bearer has 
only one initial point to watch in refer- 
ence to material following the roll. 

An interesting aspect of glue spread- 
ers in mind is a patented safety con- 
trol, consisting of two bars, which are 
placed along the full length of both 
sides of the spreader at convenient 
operating height. By pushing in on 
one of these bars, the machine may 
either be stopped or reversed at a 
touch. While this safety control was 
chiefly developed with safety of oper- 
ators in mind, it also provides safety 
for veneers being run. 


Continued on next page 
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TOP 
MANAGEMENT 
IN TOP PLANTS 


THROUGH FDM’S 
UNIQUE “DEPTH 
PENETRATION”’* 
CIRCULATION POLICY. 


KEYMEN IN THE 
TOP PLANTS 
READ AND USE 
FDM * EVERY 
MONTH. 


*FOR FULL INFORMATION 
ON FDM’'S * “D.P.” 


WRITE TODAY TO 


FURNITURE 
DESIGN and 
MANUFACTURING 


608 South Dearborn Street 
Chicago 5, Illinois 
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Every leg, every ferrule of the extensive 
Wilkenson line is a masterpiece of 
graceful lines .. . strength ...anden- from your own blueprints. 
during beauty. Wilkenson Square and 
Tapered Legs are slim, seamless, strong 
... available in lengths from 3” to 28” 
... in satin brass, coppertone, chrome 


Exclusive self-leveling glide (op- 
tional) permits up to 1” height adjust- 

















a | T 


Should you have specific require- 
ments, we will make what you need 





FREE! For your convenience and easy 
reference, you may have a beautiful, 
2-color wall chart of all our Legs, Brack- 
ets, Ferrules and Glides. Drop us a card 
today. 











WILKENSON Manufacturing Co. 


2916 WEST LAKE ST. CHICAGO 12, NEvada 6-2645 








FORA 
DISTINCTIVE 
FURNITURE 

FINISH 


Nocromer’ 


SYNTHETIC PEARL ESSENCE 


Mixes with lacquer and 
most coating vehicles to 
create unusual pearl- 
escent effects. Try 
Nacromer for lustrous 
antique finishes or other 
distinctive finishes on 
wood, metal, plastic, 
and other materials. 
Write for complete in- 
formation —tell us the 
coating vehicle you use. 


THE MEARL CORPORATION 


‘World's Largest Producers of Pearl Essence” 


41 EAST 42nd STREET, NEW YORK 17, N.Y 
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Future Dates 





for Managers 


ROCKY MOUNTAIN August 
HOME FURNISHINGS MARKET 10-12 
Denver Coliseum 
Denver, Colorado 
PRODUCTION AND COST DIVISION, August 
SOUTHERN FURNITURE 14-15 
MANUFACTURERS’ ASSOCIATION ‘ 
Grove Park Inn 
Asheville, N. C. 
SUMMER FURNITURE MARKET, August 
Florida Furniture Mart 11-20 


Miami Beach, Fla. 


SUPPLY, EQUIPMENT & FABRIC August 29- 
FAIR; ANNUAL CONVENTION, September 1 
NATIONAL ASSOCIATION OF P 
FURNITURE MFGRS., 

Conrad Hilton Hotel, 

Chicago, Ill. 


FALL FURNITURE SHOW 
Commonwealth Armory 
Boston, Mass. 


ANNUAL MEETING, SOUTHERN September 
FURNITURE MANUFACTURERS’ 9-10 
ASSOCIATION 

The Greenbrier 

White Sulphur Springs, W. Va. 


SAN ee BAY AREA 
HOME SHOW 

Cow Palace 

San Francisco, California 


NATIONAL HARDWOOD LUMBER October 
ASSN. CONVENTION 6-8 
Queen Elizabeth Hotel 
Montreal, Quebec, Canada 


August 31- 
September 3 


Sept. 25- 
Oct. 4 


FALL FURNITURE MARKET October 
SUMMER & CASUAL FURNITURE 19-25 
MARKET 
American Furniture Mart 
Merchandise Mart 
Chicago, Illinois 
FALL FURNITURE MARKET, October 
Southern Furniture Exposition 24-30 


Bldg., 
High Point, N. C. 


SALES AND MARKETING DIVI- November 
SION, SOUTHERN FURNITURE 6-7 
MANUFACTURERS’ ASSOCIATION 

Mid Pines Club 

Southern Pines, N.C. 


WINTER FURNITURE MARKET January 
American Furniture Mart 4-15 
Merchandise Mart 
Chicago, Illinois 


WINTER FURNITURE MARKET January 
NORTHWEST FURNITURE MFRS. 10-12 
ASSN. 
Field Artillery Armory 
Seattle, Washington 
WINTER FURNITURE MARKET January 
Los Angeles Home Furnishings 10-15 
Mart 
Los Angeles, California 
WINTER FURNITURE MARKET January 
Western Merchandise Mart 18-22 
San Francisco, California 
ake ae WINTER FURNITURE January 
Southern Furniture Exposition 18-22 
Bidg 
High Point, North Carolina 
FURNITURE & HOME January 
FURNISHINGS MARKET 18-22 


Dallas Trade Mart 
Dallas Home Furnishings Mart 
Dallas, Texas 
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Crossbanding 


Continued from Page 33 


Using Control Bar To 
Prevent Wrapping 

The operator at the outfeed side of 
the glue spreader, watching each 
crossbanding as it comes through, can 
stop the machine instantly by a touch 
on the control bar if it appears that 
one of the veneers is following around 
with the roll. 
the veneer to pull away from the roll, 


This provides time for 


after which operation can be immedi- 
ately resumed. The unhappy experi- 
ence of ruining a sheet of veneer, and 
getting the machine full of splinters, 
is seldom met with at a spreader 
equipped with this tvpe of control. 


Letters to the Editor 
Continued from Page 5 
If, through the furniture manufacturers 


association, manufacturers were con- 
tacted, and asked to cooperate in a pro- 
gram condemming design piracy I feel 
that this evil would be given sufficient 


publicity so that a reputable manufac- 


turer would hesitate to practice design 
piracy. 
No doubt you will receive many sug- 


gestions from other designers, and hope 
you may find a solution to this unethical 
practice. 
W. F. Christiansen 
Designer of Furniture 
Glenview, Ill. 


About sinuous arc springs— 





FURNITURE DESIGN & 
MANUFACTURING: 


We refer to the April 1959 issue of 
your magazine . an article entitled 
“How To Use Cellulose Padding” 
page 32 at top of right hand column 
where the description “No-Sag” 
springs is used. 

We would like to point out that al- 
though the No-Sag Spring Co. did origi- 
nate and hold the patents for the sinuous 
spring, these patents have since (May 
1956) run out. Since that time our 
company has manufactured and marketed 
throughout the United States a complete 
line of sinuous springs under our own 
registered name “Kay-Arc”, We. there- 
fore feel that it is unfair to us (and 
five or six other manufacturers of a com- 
parable spring) when you use No-Sag 
capitalized to describe sinuous, zig-zag 
or sagless springs in one of your editorials. 

C. L. Krakauer 


Kay Manufacturing Corp. 
Brooklyn, N. Y. 





Fy CLASSIFIED 
M| ADVERTISING 


RATES: 
Per line (minimum 5 lines) no display..$ 2.00 
Per inch (9 lines)... . .... 15.00 





Business Opportunities 





FOR RENT . Two buildings with 


railroad sidings, one 80,000 sq. ft. with 
2 acres land, one 20,000 sq. ft. and two 
dry kilns with 5 acres land. Can be 


subdivided. 


TROMPETER BROTHERS 


315 First St., S.E. Roanoke, Virginia 





Manufacturing Facilities Wanted 


FURNITURE MANUFACTURER TO 
MAKE LARGE PRODUCTION 
WALNUT GUN RACKS— 
FURNITURE QUALITY 

Write to Box No. 328 
FURNITURE DESIGN & MANUFACTURING 








608 S. Dearborn St. Chicago 5, Ill. 








Design Services 





FURNITURE DESIGNERS 
List your name under this heading every 
month in a space this big for only $15.00 
per issue. 

Line rates also available—Write us for more 
information. 

FURNITURE DESIGN & MANUFACTURING 
608 S. Dearborn Chicago 5, Ill. 











VISIT THE NAFM FAIR 
AUGUST 29—SEPT. 1 


Over 100 Exhibitors Will Feature Materials, 
Equipment, Supplies and Services. 

The Conrad Hilton Hotel 

Chicago DON’T MISS IT! 
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DRAMATIC NEW Drawer fronts of Hines Allwood Weavbord give this modern dresser unusual 
accents that look expensive but actually help keep costs low. As with other 
HARDBOARD PATTERN milal-eWe Vina celere mle] ae] olele lage Mel-\eelae lh Z-M olelalciillare (Plate liige (ih 7-M (ele) (v0) 


FOR FURNITURE! effects come built’into the material. Dresser -by Wallace Hollywood 





Hines Allwood Hardboard decorative panellings cost barely more than ordinary hardboard 


Whenever you need low-cost furniture components that 
are also good looking, use Hines Allwood Hardboard dec- 


orative panellings. Ten attractive surfaces. You buy them 

ready to use without sanding, filling or other surface * 
treatment except paint. And Hines Allwood takes and wy 
holds paint beautifully. Easy to saw, drill, nail, bend and _ 
laminate; speeds your production. Won’t split, splinter or y 


check. Grainless structure adds strength. Choice of sizes SHADOBORD STRIBORD SHOBORD 
and thicknesses, standard or tempered. 





EDWARD HINES LUMBER COMPANY FD-7 
200 S. Michigan Avenue, Chicago 4, Illinois 

Please send me information and samples of Hines Allwood Hardboard decora- 
tive panellings. 


JUST CALL OR WRITE 
THE MAN FROM 


Name 





Company 
Address 








City Zone State 


Sawmills: ot Hines, Westfir, Dee and Bates, Oregon. 
Other Plants: plywood, Westfir; hardboard, Dee; millwork, Baker and Hines, Oregon. 








Send for Free Samples! 


























CERTIFIED and COMMENDED VINYL FABRIC 


Your profit depends not only upon the APPEARANCE, but on the DEPEND- 
ABILITY of your upholstered products. 

FEDERAN vinyl plastic fabrics give your products the look of luxurious 
elegance and the guarantee of the finest possible quality covering fabrics 
. . . NOT because Federal Industries alone say so, but because INDE- 
PENDENT LABORATORIES are employed to test, CONSTANTLY, the QUALITY 
and DURABILITY of FEDERAN .. . The UNITED STATES TESTING COMPANY 
and PARENTS’ MAGAZINE, have awarded to FEDERAN, their coveted seals 
of Certification and Commendation. 


FEDERAN also provides you with attractive merchandising aids, such as 
hang tags, silk streamers, counter cards, mailing pieces, consumer and 
buyer advertising support . . . All featuring the potent QUALITY CERTI- 
FICATION and COMMENDATION SEALS. 


Be sure that you get the full story on the only vinyl fabric proven BEST 
BY TEST .. . FEDERAN. 





